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National Makes Good Hardware 


Not hardware YOU may have to make good 


You need have no hesitancy in recommending National Hardware to your cus- 
tomers. Boost the quality—it is there. Talk National, think National, believe 
National. 

Since the beginning it has been our policy to make good hardware—not hardware 
the dealer: tay be called upon to make good. ; 

And this policy is clearly exemplified in our No. 88 Adjustable Storm-Proof Door 
Hanger here illustrated. 





[t is made throughout of heavy gauge steel and has great carrying capacity. Two 
adjustable features, vertical and lateral, prevent vibration when the door hangs 
straight down and give “just enough play” to prevent damage to the door should 
anything bump against it. 

Furthermore, no brackets are required with this set as the Storm-Proof Rail 
forms a continuous bracket itself. 

Get intimately acquainted with National Garage and Builders’ Hardware—it is 
in continuous demand. We sell direct to dealers. 





National Mfg. Company 


Sterling, Illinois 
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The Profit to be Found in Selling Roofs 


The Hardware Man Can Make Good Money Selling Roofing 
to Farmers and City People for That Matter—The Argu- 
ments That Will Convince the Most Stubborn Customer 


HE hardware man who is lo- 

cated in the smaller communi- 

ties can find a nice profit in 
composition roofings and sheathing 
paper, by featuring this line of mer- 
chandise strong at this season of the 
year. Farmers have completed their 
crop harvesting, and when it’s time 
to think about digging potatoes and 
picking apples, this also means that 
before real cold weather sets in, roof- 
ing must be laid and broken window 
lights replaced on the farm build- 
ings. 

Some roofing will be sold through- 
out the entire year, and good sales 
are bound to result when a reliable 
brand is backed by consistent adver- 





tising and displays, at any time of 
the year except mid-winter. How- 
ever, no season offers better possi- 
bilities for big sales than the fall, on 
account of the dry weather, a rather 
slack farming period, and the agree- 
able freedom from the heat of a broil- 
ing July sun on the roof top. 

The farmer will naturally turn to 
his hardware merchant for composi- 
tion roofing. If he wants shingles, 
he would probably go to the local con- 
tractor or lumber yard; if he prefers 
galvanized roof and is willing to pay 
the price, including the price of lay- 
ing it, in addition to the initial cost 
of the material, he might visit the 
tinner and roofer in his vicinity. But 
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when the hardware man makes it 
known to his trade that he carries a 
good stock of an established brand, 
habit will bring nine-tenths of the 
composition roofing business his way. 
The Importance of Dry Storage 


It offers a line which is fairly sim- 
ple to handle, since it only requires 
a dry place for storage. It comes 
from the car to the storehouse, it is 
assorted as to grade and label, it is 
sold from sample, it requires no 
weighing, cutting or repacking 
when a sale is made, the given num- 
ber of rolls are turned over to the 
customer, the merchant rings up the 
sale and he has made his profit on a 
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An invitation to learn about roofing 


nice line of goods. Not bad—is it? 
Composition roofing offers such a 
wide assortment in different grades, 
weights and styles of finish that no 
customer need be turned away be- 
cause the merchant is unable to meet 
his requirement. Suppose a prosper- 
ous farmer wishes to put a new roof 
on his house, but is considering 
shingles. He walks into your store 
for some other purchase and inquires 
if you know how much good cedar 
shingles are worth. Now, you aren’t 
interested in cedar shingles and you 
don’t want him to be, but it will never 
do to tell him so abruptly. If you 
have your samples of roofing handy 
to your counter, it is a very easy and 
equally logical move for you to hand 
him a sample of red or green min- 
eral-surfaced heavy-weight roofing 
and ask him how he likes the looks 
of it. A nice piece of heavy-weight 
mineral-surfaced goods is an attrac- 
tive thing. It makes a neat appear- 
ance and it is practically fireproof. 
Its mineral coating insures a perma- 
nent color and its base is guaranteed 
to hold the slate for enough years to 
convince a wise customer of its su- 
periority to the present-day wood 
shingles—and it is a cheaper job. If 
the customer shows a marked prefer- 
ence for the shingle form, this red 
or green-surfaced goods can be fur- 
nished in the individual shingle or 
in shingles, four to the strip, either 
of which makes a very attractive roof 
for a house or garage. If the 
straight roll roofing is bought, the 
customer himself, if he is at all in- 
genious, can lay it, with the assist- 
ance of one helper, and it goes on 
ever so much more quickly than 
shingles. It is considerably cheaper 


than galvanized roofing, and has the 
added advantage of not requiring 
paint to preserve its surface. 

Are these not worth-while fea- 
tures to bring to the attention of the 
shingle prospect? Dealer literature 
sent out by the manufacturer can 
supply plenty of convincing points to 
add to these little suggestions. If 
you are informed on the price of good 
shingles and can set down in dollars 
and cents before your customer the 
saving to him if he buys your roof- 
ing, already set up with nails and ce- 
ment, chances are very strong in 
your favor. 

Getting Him in the Prospect Book 


Suppose he is still undecided after 
your sales talk, and wants to think it 
over. You can give him a sample 
folder of the surfaced roofing in red 
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or green finish—tell him to take it 
home, and when you have his name 
and address in your prospect book, 
you can spend a little postage in a 
series of follow-up letters, each one 
inclosing a different circular on the 
subject. Tell him where he can see 
some of this particular ‘roofing on a 
house in his neighborhood (this is 
easy to do if you keep a list of previ- 
ous purchasers, with the kind pur- 
chased). It all helps. 

In deciding what roofing to sell, it 
is perhaps best to find a make with a 
series of grades. Most reliable man- 
ufacturers have cheaper grades as 
well as their guaranteed brands. If 
you stock the whole series of a well- 
known make and a customer does not 
wish the best grade, if you are able 
to show him one of medium price, 
your chances for wider sales are still 
better. A fairly cheap grade of roof- 
ing, when put out by a reliable man- 
ufacturing concern, can be sold to a 
customer with the assurance that the 
makers, who have an established rep- 
utation built up on the better grades, 
cannot afford to jeopardize this rep- 
utation by turning out a poor piece 
of goods. That’s reasonable, isn’t 
it? And if it’s reasonable to you it 
ought to be reasonable to your cus- 
tomer. 

On the other hand, we have fre- 
quently turned sales from the cheaper 
grade to the best by referring to 
jobs which have been on roofs for 
years. He can’t get away from the 
quality argument, and he can’t dis- 
agree with you when you tell him 
that it takes no longer to lay the best 
than it does to lay the cheapest. If 
the job is a house, barn or garage 
and the purchaser anticipates living 
on those premises for some time, or 

(Continued on page 100) 
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You Needn’t Fear a Leaking 
Roof on Your 


House, Garage, 
Barn, 
Woodshed or 
Chicken House 


lertain tee d 


ROOFING 


if you use our CERTAINTEED ROOFING. 
There is a liberal guarantee of years of 





satisfactory service, and we have already sold 
enough hundreds of rolls here in Schoharie 
County to know that CERTAINTEED delivers 
the goods every time. Full assortment of dif- 
ferent weights at varying prices. Fall is just 
the time for roofing--take advantage of it now. 





A leaky roof is always to be feared, so therefore makes a good appeal 


to home owners 





















A Window Display That Brought in $3,000. 
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What Banister & Pollard Co., Newark, N. J., Did in the 


Sale of Roof Prepa ration—A Campaign in Which 


Newspapers and Windows Were Used in Conjunction 


HIS window display, together 
T with a storm and newspaper 
advertising, sold more than 
$3,000 worth of goods in a little less 
than a month. 

The day after the display was ar- 
ranged one of those storms that 
mark the end of autumn and the be- 
ginning of winter came inland from 
the wide stretches of the wind-swept 
sea and washed away, in the space of 
two days, all the rich and vivid colors 
from the sloping hills that the sun 
had taken the whole summer long to 
perfect. It was a stern storm. Old 
men felt the twinges of rheumatism 
in their bones and shivered as the 
rain slashed against the window 
panes and beat with the monotony of 
Indian tom-toms upon the roofs. 
The storm lasted two days. And for 
two days married men wore rubbers 
and children played indoors. 

For two whole days there was a 
conspiracy of umbrellas to keep the 
window from being seen. And then 
the storm passed. “Drip, drip, drop, 
drip, drip, drop,” sang the water on 
the roofs as it found little leaks 
through which it could escape the 
rays of the searching sun. 

Men began to notice the window 





display. And when they read the big 
white cardboard question printed in 
bold black letters—‘“Will your roof 
withstand this winter’s storms and 
snows ?”—it made them think. 

They read the same question in the 
newspapers at night as they rode 
homeward after the day’s_ work. 
Their wives saw the same question 
while scanning the paper for an- 
nouncements about the’ many things 
that women wear. 

Then came Saturday and “the 
ghost walked” among the factories 
and offices of the town; and the hard- 
ware store that had this window dis- 
play sold 100 one-gallon cans of liquid 
“stormtight” to customers who car- 
ried the cans away with them in their 
hands. 

Sold Right Out of the Window 

The sales increased during the fol- 
lowing week and on the second Sat- 
urday that the display was in the 
window 500 one-gallon cans were 
taken out of the store by cash cus- 
tomers. 

The window display was changed 
after two weeks to make room for 
another line of goods, but the demand 
for “stormtight” continued unabated. 
During the month of October Banis- 
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ter & Pollard Co., of Newark, N. J., 
were forced to place three re-orders 
in order to meet the extraordinary 
demand they had created. At the 
end of the month their sales amount- 
ed to more than $3,000 for this one 
line alone. 

It is worthy of deliberate mention 
also that many of the customers who 
visited the store for the sole purpose 
of buying “stormtight” often saw 
and had their attention directed by 
salesmen to other articles. Sales 
throughout the store increased. It 
is probably safe to say that the vol- 
ume of gross sales throughout the 
majority of departments in this New- 
ark store showed an average increase 
of possibly 50 per cent during the 
month that this one line was pushed 
so successfully. 

The window display itself was not 
particularly unusual. It was a sim- 
ple, straightforward arrangement. 
The only thing about it that might 
be mentioned as distinctive was the 
large sign in the center with the 
question, “Will your roof withstand 
this winter’s storms and snows?” 
It was trimmed, as are all of the win- 
dows in the Banister & Pollard store, 
by Charles S. Conover. 





Using Your Windows to Sell Ideas 


What Two Merchants, One in Spokane, Wash., and the Other 
in Greenville, South Carolina, Did to Stimulate Business; 
Taking Full Advantage of Current Events in Their Towns 


displays, particularly at this 

time of the year, is a subject 
that every hardware man in the 
broad expanse of the United States 
realizes. This is the season when 
customers are to be gained, and 
mere “window shoppers” are to be 
turned into loyal friends of the store. 

It seems almost incredible that a 
hardware man with the many things 
in his store to display and the many 
excellent ideas that can be adapted to 
hardware merchandise should still 
have poor windows, or worse yet, 
should neglect his windows altogeth- 
er. No merchant has to stick to just 
his stock in order to call attention to 
what he sells or that he is conducting 
a hardware store. He has many dif- 
ferent things to call upon to make his 
display snappy and up to the minute. 
If he is the live hardware man that is 
a credit to any community he will 
take full advantage of the ‘‘outside of 
the store” things that he may use. 

Last week in HARDWARE AGE the 
many opportunities for windows 
based upon the seasons and events of 
the town were taken up and discussed 
with the excellent display of Treman 
King & Co., Ithaca, N. Y., as a basis. 
This week there are two windows 
that can be studied almost as closely 
as the Treman King idea. It is first 
to be remembered that Treman King 
& Co. have many advantages that 
other hardware stores do not have. 
First, it is located in a college town. 
The stock which it carries is a large 
and varied one and the display space 
which the company has is more than 
the average hardware store. How- 
ever, everything that was stated last 
week in regard to the window can be 
used by the average hardware man, 
simplified in some to fit the 
store. 

Out in Spokane, Wash., is situated 
the John T. Little hardware store. 
The store does not boast of being es- 
tablished for more than fifty years, 
nor does it brag that it does the larg- 
est business west of the Mississippi, 
but it modestly insists that it is the 
most progressive store in the State of 
Washington, and backs up the state- 
ment by its growth, which has been 
remarkable within the past few 
years. Spokane has grown remark- 


7. HE vital importance of window 


cases 


ably also, but the Little hardware 
store is now the biggest little store 
in the town. 
One Form of Trade Getter 

The store, as an example, gets out 
every year a little card with the hunt- 
ing and fishing laws of the State, 
thereby gaining the friendship of 
every sportsman in that locality. 
The card tells when the closed fishing 
season is on and when the open hunt- 
ing season is on, and the penalties 
that are exacted by the State for in- 
fringements of these laws: 

On the back of his game law card 
appears this notice: 

“To the first person in the In- 
land Empire who kills a deer, 
whether black tail or white tail, 
and displays it at our store for 
one day, we will give $5 in gold 
and mount the head free.” 


Just what do you suppose is the 
result of this advertising idea? 
Every sportsman who goes after deer 
goes after them with the firm inten- 
tion of having his prize hanging in 
front of the Little hardware store for 
one day and of being assured that 
the head will be mounted by the com- 
pany by an expert taxidermist free 
of charge. Out in Washington where 
hunting is the paramount fall and 
winter sport the value of this adver- 
tising is great. Besigles the sports- 
men themselves, many others are at- 
tracted by the recently killed deer, 
and attention is adroitly called to the 
window displays. 

Things similar to this idea are the 
things that have made the John T. 
Little hardware store what it is to- 
day. A continual steady growth has 
been the result of using up-to-date 
methods in advertising and of get- 
ting customers. 

The Greenville Window 

Many miles to the east of the Little 
store in Spokane is another merchant 
who knows the value of excellent win- 
dows and who has cashed in by using 
his brains in making the displays at- 
tractive. The Jones Hardware Co., 
Greenville, S. C., has heeded the call 
of progress and has made its win- 
dows and its store just as attractive 
as possible. 

Does this Southern store take ad- 
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vantage of seasons and_ event;? 
Glance at the picture that accom- 
panies this article. Recently there 
has been much excitement caused by 
the lowering in the price of cotton 
among Southern farmers. It was ap- 
parent that at least this year there 
was not so much money in raising 
cotton as in other lines of agricul- 
ture. One farmer, J. A. Taylor, in 
that district raised marvelous fruit 
on his 95 acres of land near Green- 
ville and took the first prize at a re- 
cent exhibition. The Jones com- 
pany saw a brilliant chance. Cotton 
slumped, fruit raising in the South 
profitable. The appeal to the average 
passer-by was evident, hence the 
wonderful display of fruit that was 
seen in the hardware store window. 

It was an indirect appeal to the 
farmers to turn toward general lines 
and fruit raising, and it was an ap- 
peal that went home. The daily 
paper gave the Jones display much 
space, with the attention-compelling 
caption: “Boy, Page Lord MacSwic- 
ney; If He Sees This Exhibit He’ll 
Eat It.”” The window was in before 
the death of MacSwiney by starva- 
tion in an English prison. 

Between Spokane and Greenville is 
some distance. There are many hard- 
ware dealers, all of them looking for 
ideas on window displays. All of 
them are anxious to get original 
ideas. Both the Jones store and the 
Little store have perhaps not original 
ideas, but certainly new to some lo- 
calities and worthy of imitation. 

But the point is that in every lo- 
cality there are events coming up 
that are of vital interest to the resi- 
dents of the town, and which can be 
utilized by hardware men and ap- 
plied to their business. You don’t 
have to wait for a holiday to put over 
a big, smashing window that will de- 
mand attention. 

Little and Jones didn’t wait for the 
idea to come to them. They both 
went out and grabbed it before some- 
one else got hold of it. 

It would be a happy day for the 
hardware trade if, at this particular 
time of the year, every hardware 
merchant would resolve to keep his 
windows in the best possible condi- 
tion and to hunt for new ideas that 
will bring people into his store. 
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Christmas gives every dealer a 
chance to start on his windows. Fol- 
lowing Christmas there is the after 
Christmas sales, the commencing of 
spring, with the many articles that 
can be so well displayed from a hard- 
ware store, then comes late spring 
and early summer, with an equally 
large number of merchandise that 
makes attractive windows, the chance 
of a great Fourth of July window, 
the Decoration Day windows, and 
after summer comes fall. 

During the entire year there is al- 
ways the opportunity of playing up 
sporting goods. At the present 
skates, skiis, heavy sport sweaters, 
basketballs and its many accessories. 


Showing farm products displayed in Jones Hardware Co. window, 


There is also different sporting goods 
to fit different localities according to 
the weather and other conditions. 
After Christmas comes the big 
cleaning out before inventory or per- 
haps it is your custom to thin down 
your stock just after inventory. In 
either case there is a great chance toe 
put in wonderful window displays of 
the goods that are to be thinned out. 
The judicious use of show cards will 
bring great results for this season. 
In fact, the use of show cards as out- 
lined in the lessons by Jowitt in 
HARDWARE AGE every other week will 
produce results far in excess of the 
effort made. 
Then the season of 


great spring 





Greenville oe Ga 


with its 
cessories, 


seed displays, the lawn ac- 

the paint ideas, the clean- 
ing up tools, the farm implements, 
the builders’ hardware, and again, 
the sporting goods. This is the sea- 
son for baseball, running, boating, 
spring fishing and all the other good 
healthy out-of-door exercises. Nearly 
every line in your store sells at this 
season of the year. 

It not necessary to go all the 
way down the line, but every hard- 
ware man knows that it is important 
to keep up with the seasons, or better 
yet, a little ahead of them. Make out 
a regular chart and plan the window 
displays for weeks ahead. It won’t 
take long. 
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The first deer hanging in front of the Little Hardware Co. store, 


Spokane, Wash. 





What the Washing Machine Really Is 


Every Salesman Should Know How the Different Types 






of Washing Machines are Operated and the Selling 
Points to Be Found in the Methods Each One Uses. 


PEAKING generally, a washing 
machine is an appliance by 
means of which clothes, are 
Speaking from the dealer’s 


S 


washed. 


By EDITH HOLLICK OLIVER 


washing machines and each has its 
enthusiastic adherents. The wash- 
ing machine has come to be such an 
important household item, its sales 


Machines operated on the suction 
or vacuum cup principle go upon an 
entirely different road to attain the 
same end. In the receptacle for the 

















Show the Woman What a Modern Monday Looks Like 


standpoint it is the particular appli- 
ance which the women of his locality 
will buy. 

Why he should sell washing ma- 
chines is much more simple—because 
he can make money if he does. 

Selling washing machines or any 
other household appliance to-day 
means actually selling the result ac- 
complished, the time saved, the ex- 
pense cut down. The customer knows 
just what she wants in these three 
lines, and the dealer who makes a 
success knows his end of it, which is 
to convince her that his own particu- 
lar machine will do all three things 
better than any one else’s. The sale 
that made from both 
sides of the counter, and therefore it 
will be of interest and value to the 
dealer to understand the different 
principles on which the many wash- 
ing machines on the market work, 


stays sold is 


and so be able to talk from the stand- 
point of knowledge both in explain- 
ing the merits of his own line and in 
comparing it with others. 

Four principles of operation are 
embodied in more or less varied ap- 
plication to the different types of 





have mounted into such stupendous 
amounts, that there can no longer be 
any doubt of its sound and practical 
standing as a business proposition. 
The washing machine fills a definite 
and fundamental need among the 
greatest purchasing element in the 
world for household goods—the 
housewife, and among its millions of 
users it numbers those who have a 
preference for each of the operating 
principles of the four types—the 
Dolly, the suction or vacuum cup, the 
cylinder, the oscillating. 
The Dolly Type 

The Dolly type is a sort of glorified 
and idealized wash board. Its prin- 
ciple is the same as that of a power 
rub board, but without the harmfu) 
strain and friction. A “dolly” or 
wooden-pegged object somewhat re- 
sembling a milking stool, swirls and 
“chops” the clothes about in the suds 
vith, it is claimed, the same action 
that the hands would use in washing. 

Variations of the Dolly type have 
plain or corrugated sides and bottom 
and show the Dolly variously adapted 
to the particular ideas of the ma- 
chine. 
76 





soiled clothes there is one or more 
“vacuum” cups which are forced 
down upon the clothes and forced up 
again, and it is claimed in their ac- 
tion draws the embedded dirt 
through the cloth into the suds. 

The suction or vacuum type of 
washer has many variations in its 
models. In some the cups dance up 
and down from a stationary point of 
operation. In some the cups are on a 
bar which not only “dances” but 
forces the cups down alternately, and 
it is claimed thus makes a doubly 
efficient action, by causing the 
clothes to revolve and bring a differ- 
ent portion constantly under the 
vacuum action. 

Another feature of variance in the 
vacuum cup is the perforation which 
is sometimes present and which is 
said to add to its efficiency in draw- 
ing out the dirt. 

The typical cylinder type of wash- 
ing machine is a perforated barrel 
revolving in a tub of water. Its ac- 
tion is to “tumble” the clothes, there- 
by allowing the suds to draw the dirt 
through them and to silt it through 
the perforations into the bottom of 
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The system of vacuum cups that works like hand rubbing 


the tub or receptacle. 

It is claimed for this type that its 
action is the most gentle and harm- 
less of any and yet its efficiency is of 
the highest. 

There are many variations. In one 
make the cylinder is flexible and adds 
a wavelike force to the regular rotary 
one, which it is claimed is an added 
item of efficiency. 

The construction of the cylinder 
is a matter of individual design. 

The oscillating type of washing 
machine is one of if not the oldest, 
and it is developed in many ways. 

The actual principle is that of 
“rocking” or “oscillating” a recep- 
tacle of suds backward and forward 
and by both the forward rush and 
the backward pull of the soapy flood 
to loosen and draw out the dirt. 

In some types the action of the 
receptacle is simply back and forth 
like the piston rod of a locomotive, 
and it is claimed giving a “figure 
eight” motion to the suds. 

In others the receptacle tips from 
a pivotal point and may either de- 
scribe a regular and even swing on 
each side, or its arc may be longer, 
and it is claimed therefore 
efficient by causing the suds to rush 
backward and forward with greater 





more 


force. 

The washing machine is neither 
an experiment nor a luxury. It is a 
practical everyday household help, 


and though there can be no compari- 
son between the efficiency of the 
motor-driven machine and that oper- 








ated by hand, the latter is invaluable 
where there is no motive power. The 
washing machine is designed to re- 
lieve women from the drudgery of 
the wash, and the hand machine fills 
a most important place in household 
economy. There are many excellent 
makes on the different principles, 
Many Motive Powers 
The washing machine must adapt 
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itself to the most widely varied en- 
vironments. Sometimes it is placed 
in the 


most elegant and super- 
equipped apartment in the city, and 
again in the most remote farm. It 


is one of the best features that some 
model is equally well adapted to 
either condition. The electric motor 
may be worked in some makes by the 
farm lighting plant. 

Another variation of 
question is without gears 
ates by water power. 

A good point for the dealer in this 
accommodating  s« 
power is that it 
everywhere a possible customer, for 
by studying the literature and ad- 
the various makes he 
can always find something to fit the 
most extreme requirements. The 
wringer offers itself readily to spe- 
cial features and there are many and 
excellent ones. 

A great deal of controversy per- 
tains on the question of the swinging 
and the stationary some 
claiming that the style 
offsets the unquestioned convenience 
of the swing by a more 
There is, however, 
a strong tide of favor for the swing- 
ing styles which would seem to de- 
note very general satisfaction with it. 

A novel and it is said very eflicient 
wringer note is that of an electric 
light on the top of the wringer. This 
claims to throw the light just where 


motor 
oper- 


the 
and 


ype of motive 


makes everyone 


vertising of 


wringer, 
stationary 


perfect de- 


gree of stability. 


it is most needed. 
Safety devices for “throwing” the 


wringer when the clothes get caught 














Showing the piping arrangement with wringer 
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are on all power wringers. The prin- 
ciple is usually to “break” the top 
bar and so remove all pressure from 
the rollers. There are also several 
excellent devices for draining and re- 
versing actions. 

The power wringer would sell 
alone if there were no washing ma- 
chines. As it is it is one of the great- 
est helps that was ever designed and 
there could be no more solid and un- 
failing sales talk than it affords. 

What Users Have Done 

From its first appearance the 
washing machine has been developed 
through the demands of its users, 
practical demands that laid a finger 
directly on the fault and praised the 
good points; that educated the manu- 
facturer and made competition not 
only keen but productive. 

The washing machine of to-day is 
as nearly perfect as any machine ever 
is, for science and invention are 
never idle, and the washing machine 
occupies a _ great deal of their 
thoughts. 

The development of the washer 
through actual use in widely differ- 
ent environments has brought forth 
special features which are the best 
of selling talk. The dealer must con- 
sider his own locality and trade and 
then make use of whatever suits these 
best. 

A good point in certain machines 
is the operation of powerful flanges 
underneath the clothes cylinder, caus- 
ing a torrential action of the suds 
which is said to be extremely effi- 
cient. 

Another special feature places the 
mechanism underneath the tubs, ac- 
cessible but out of the way. Another 
idea is to case the mechanism so that 
it cannot possibly become entangled 
with anything or collect dust. 

When the lid locks it controls the 
washing mechanism in another spe- 
cial feature. 

A rustless zine receptacle with 
wooden tumbling ribs is chosen as 
the special feature in some models. 

A gas heater for heating the water 
is put underneath some models and 
is very popular in some localities. 

Drying for the line without the 
use of a wringer makes the specialty 
in a successful line of washers. 

The stoppage of clothes container 
with the opening directly on top is 
said to be a much appreciated fea- 
ture. 

Wringers that may be set at five 
separate and definite points are said 
to please the housewife. 

There is a growing call for hand- 
some cabinet styles of washing ma- 
chines and some of the new ones are 
Enameled in the serv- 


works of art. 
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iceable baked process, they may be 
wiped off like a china dish. If they 
are of metal it may be polished with 
equally good results. 

The cabinet styles have little sug- 
gestion of their inner workings and 
may be taken for an ordinary piece 
of furniture. 

The Value of Tubs 

Two or more tubs as part of the 
regular washing machine equip- 
ment is one of the most popular fea- 
tures, for it makes it possible to do 
without any other tubs, and espe- 
cially where there is no stationary 
laundry equipment this is a great 
advantage. It must not be over- 
looked, however, that there are 
many places where the extra tubs 
would not be an asset but an in- 
cumbrance. As in all special fea- 
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tures the dealer must decide for 
himself according to his custom. 

A specialty which meets the needs 
of many is a portable, or at least 
movable, washing unit, which may be 
used in any tub, in a bath room, or in 
its own container. 

Washers of various sizes may not 
be, strictly speaking, special features, 
but they are special sellers, for they 
meet the needs of those who cannot 
use the ordinary sizes. 

The list of special features is well 
worth looking into. Also it is worthy 
of note that any special demand is 
more than likely to have its answer 
in something which may have es- 
caped the dealer’s notice, and no mat- 
ter what the customer asks for in 
the washer, look it up before you say 
you can’t get it. 


ARMSTRONG IS MASBACK CO. SECRETARY 


John J. Armstrong was_ recently 
elected secretary of the Masback Hard- 
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John J. Armstrong 


WINDOW GLASS MERGER 


A merger of 12 glass plants in Penn- 
sylvania, West Virginia, Ohio and Okla- 
homa has been effected through the or- 
ganization of the Interstate Window 
Glass Co., incorporated under the laws 
of West Virginia, with a capitalization 
of 40,000 shares of common stock of no 
par value, it was announced by W, S. 
Calderwood of Kane, Pa., vice-president 
of the company. The merger is the re. 
sult of litigation against several inde- 
pendent window glass machine com- 
panies brought and won by the American 
Window Glass Co. The plants entering 
the merger will be equipped through- 
out with American Window Glass ma- 
chines under a royalty license. 

The companies which have joined the 
merger include the Pennsylvania Win- 
dow Glass Co., the Kane Window Glass 
Co. of Kane, Pa.; Consolidated Window 


ware Co., Inc., 82-84 Warren Street, 
New York, at a meeting of the Board 
of Directors of that concern. Mr. Arm- 
strong has held the position of pur- 
chasing agent of the Masback Hardware 
Co. for the past eight years. 

Commencing as an office boy with the 
firm of Masback on July 11, 1898, Mr. 
Armstrong worked through the various 
stock and shipping departments until 
he finally became a store salesman. In 
1907 he was appointed head of the store 
sales force and served in that capacity 
until he was made outside representa- 
tive in charge of the New England ter- 
ritory. In 1912 Mr. Armstrong was 
called in from the road by Mr. R. J. 
Masback to take up the duties of pur- 
chasing agent for the company. By his 
energy and constructive executive abil- 
ity he has contributed in large measure 
to the remarkable growth that has dis- 
tinguished the Masback Hardware Co. 
during the past ten years. Many con- 
gratulatory messages have been re- 
ceived by Mr. Armstrong from all parts 
of the country. 


Glass Co., with plants at Hazelhurst 
and Mt. Jewett, Pa.; Empire Glass Co., 
Shinglehouse, Pa.; Smethport Glass Co., 
Smethport, Pa.; Camp Glass Co., Hunt- 
ington, W. Va.; Crescent Glass Co., 
Watson, W. Va.; Tuna Glass Co. and 
Westfork Glass Co., Clarksburg, W. Va.; 
Columbus Glass Co., Lancaster, Ohio; 
Okmulgee Window Glass Co., Okmulgee, 
Okla. 

The officers of the Interstate company 
are: President, H. J. Walter, Bradford, 
Pa.; vice-presidents, T. W. Camp, 
Smethport, Pa., and W. S. Calderwood 
Kane, Pa.; secretary and treasurer, F 
D. Gallup, Smethport, Pa. 


Otto Heinrichsdorf, sales representa 
tive throughout the Middle West fo 
the Brewer-Titchener Corp., Cortland, 
N. Y., died from pneumonia Nov. 5, 
1920. 






























Helping the Hunter in Selecting 


o 

















; ITH the geese flying con- 
\\ stantly over our store, in 
great flocks and circles, with 
the nippy weather upon us, is it any 
wonder that the minds of our sales- 
men are filled with thoughts of hunt- 
ing and with a longing for good, long 
hours that they might be spending 
along the Kaw River, bringing down 
a bagfull of ducks; and visions of the 
succulent dinners that would follow ? 
But they are busy men, and must 
be selling guns and supplies to others 
who have leisure to spend on the 
river or in the woods; to men who 
have saved up their vacations until 
the hunting season is on, or to men 
who like themselves are only free 
at the week-end to spend their time 
in God’s great out-of-doors. 
Longings bring inspiration, and is 
it any wonder that a beautiful hunt- 
ing window was the result? Great 
care was used in producing this win- 
dow, and if one could see the men 
congregate in front of it while they 
are waiting for the street cars, could 
hear the discussions of the merits of 
the different kinds of gun suitable 
for bagging a big jack rabbit, such 
as you see standing on his hind legs, 
ears cocked, ready to dash off at the 
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first alarm, or the sly raccoon, in pur- 
suit of whose brothers, men and boys 
have spent many a night, they would 
realize that in every man is the soul 
of a great hunter. 

Outfitting the Hunter 

The selection of a hunting coat 
with capacious pockets for game, the 
style of a vest with its cartridge 
pockets, and, most of all, the best 
makes of guns are discussed with 
keen interest. 

And, let me tell you, the attractive 
little portable stove in the foreground 
is not an uninteresting object to the 
hungry hunter. The big coffee pot 
and the frying pan suggest delicious 
beverages and smoking hot 
cooked in the open air. 

The big auto lunch kit, with its 
vacuum bottles, sandwich boxes, 
plates, cups, knives, forks and spoons, 
is for those who hunt more luxuri- 
ously, and not for those who in a 
rough hunting outfit tramp through 
the woods or up and down the river 
banks. 

The stalks of corn and the festoons 
of oak leaves smack of the open, and 
take the hunter’s mind back to the 
dear old days down on grandmother’s 
79 


bacon 





Sporting Department Men Should Be Sportsmen as 
as Salesmen— Selling the Entire 


Hunting Outfit 


farm. The huge yellow pumpkin 
breathes a tale of pumpkin pies, hot 
and spicy, just issuing from the oven. 

A beautiful window as attractive 
as this makes the men wonder what 
sort of a display is on the inside of 
the store and also makes them long 
to take a gun in their hands, handle 
it, give’ it the very 
often buy it. 

So they come in and find that this 
big hardware store has its sporting 
goods all out on display and ready 
for them. Rows ‘and rows of guns 
line the huge cases along the walls. 
Display is made of football toggery 
of all kinds, bicycles are placed in one 
long, interesting how a 
variety of colors, a patented coaster 
brake, riding The 
eye travels about and is pleased with 
what it sees. The hunter brings his 
eyes back to the gun show cases, and 
the alert his 
gaze, opens places a 
rifle in the 
hands. 


once over, and 


row and 


an easy saddle. 


salesman, following 
the and 
prospective 


cases 


customer’s 


True Sportsmen As Salesmen 


They talk it over together, they 
discuss hunting and hunting meth- 
ods, the last time they were on the 
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river and what they brought home, 
for the Bunting Hardware Co. does 
not make the fateful error of hiring 
men in the sporting goods depart- 
ment who are not true sportsmen, 
for they are keen and alert and the 
best of their kind. 

The customer does not need to ask 
everything he wants to know. The 
salesman is such a good man that he 
is able to anticipate the customer’s 
wants, and seeing his eyes roving 
about, places in his hands the proper 
shells for the gun he is fondling. 

He tactfully shows the latest style 
of hunting coat, the newest vest, and 
displays pockets that win the heart 
of a hunter. 
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He lets the visitor know that he 
carries a complete line, and this is 
most gratifying to a customer, for 
who wants to buy a gun here, shells 
there and all the various equipment 
for happy days in the open in a num- 
ber of different stores. 

It pays to carry a line so complete 
that the customer may outfit himself 
completely before leaving the store. 
He may perhaps want advice about 
the proper regalia, which would be 
more suitable and which more com- 
fortable. He appreciates an intelli- 
gent salesman, and he surely appre- 
ciates the fact that he may take or 
have sent home in one package his 
complete outfit. 
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The hunting season is the most 
profitable season in the sporting 
goods department. The guns carried 
range in size from a single-barreled 
shotgun to a fine high-power rifle. 
It is a profitable and a staple line, 
and so there is comparatively no loss 
in this line of goods. 

Hunting goods would be a profit- 
able line for any hardware store, and 
it would be most excellent business 
for any hardware man to cater to the 
hunting season. 

Train the customer to realize that 
he may purchase all of his sporting 
goods supplies in a hardware store, 
and a hardware store is the place 
where he will come to look for them. 


National Automotive K.quipment Association 


HE National Automotive Equip- 
ment Association held its An- 
nual Convention and Exhibi- 

tion at the Coliseum, Chicago, during 
the week ending Nov. 20. 

The exhibition was fully up to the 
usual standards of the association, 


and covered practically the entire au- 


tomotive equipment line. 

During the convention § season 
many interesting subjects came up 
for attention and discussion. 

One of the subjects which occupied 
nearly an entire session was the ques- 
tion of the attitude of the Ford Mo- 
tor Co. toward manufacturers and 
jobbers who made parts for Ford 
cars. There were many reports of 
the action of the company in such 
matters, and while all of them did not 
agree, it seemed to be the opinion of 
the convention that the Ford com- 
pany wished to have its representa- 
tives handle parts solely through the 
main factory. It was suggested that 
a committee be appointed to wait on 
the Ford company and learn its 
policy, but the motion was voted 
down on the statement of a number 
of manufacturers that there was no 
question that the Ford interests 
wanted their branches and service 
stations to get all parts directly from 
the parent company. 

Another question discussed was 
that of operating costs, and whether 
they are apt to increase. While some 
things were mentioned that might 
indicate they would, it seemed to be 
the opinion of those speaking that 
the tide had turned, and that the 
trend would now be in the other di- 
rection, and that overhead and op- 
erating costs should never be as high 
again as they were during the war 
period. It was agreed that labor 
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Robert A. Stranahan, president 


should produce a full day’s work for 
a full day’s pay, and that the condi- 
tions were so shifting themselves 
that. the man was going to think 
more of his job and do better work 
at his tasks. 

Many caustic remarks were made 
about the cut-raters and their meth- 
ods, and the charge was made that 
some of the members of the associa- 
tion were guilty of this practice. It 
was urged that a normal, reasonable 
mark-up on goods was the only safe 
policy of doing business. 

Considerable time and thought was 
given to the price question. It 
seemed to be undisputed that prices 
must break, but that the changes 


would be of a gradual character and 
not large enough or sudden enough 
to cause any embarrassment. It was 
advocated that buying should be rea- 
sonable, and that while the dealer 
need not order so long ahead as he 
would in normal times, he would be 
making an even more serious mistake 
if he allowed his stocks to become 
low and lost sales that he needed to 
hold up his volume of business. 
There was no note of pessimism in 
the convention, and while it was ad- 
mitted that business is not as brisk 
now as it should be, there was every 
reason for looking for a fine forward 
impetus with the coming of spring 
weather. 


The Officers for Coming Year 


The election of officers was held on 
the final day of the convention, with 
the following results: 

President—Robert A. Stranahan, 
Champion X. Mfg. Co., Toledo, Ohio. 

Vice-president—H. M. Dine, Dine 
& De Wess, Canton, Ohio. 

Commissioner—W. M. Webster, 
Chicago. 

Chairman of the Board—L. P. Hal- 
laday, L. P. Halladay & Co., Streator, 
Ill. 

These officers were chosen to direct 
the destinies of the National Auto- 
motive Equipment Association, at its 
convention, which closed in Chicago 
Saturday, Nov. 20. 

Members of the board were se- 
lected as follows: 

Manufacturers—Charles C. Sales, 
Colorado; C. L. Stebbins, Indiana; 
W. H. Parker, Michigan, and S. D. 
Black, Maryland. Jobbers—W. E. 
Wisster, Iowa; H. H. Reinard, Min- 
nesota; B. L. Clements, Texas, and 
A. D. McMullen, Utah. 





Electric. Washing Machine Manufacturers’ Meeting 


November Sessions of Big Organization Most Enthusiastic Over 
Prospects for the Future and the Opportunities Ahead of Them 


sales efforts and larger and 

more effective advertising 
drives in behalf of the electric wash- 
ing machine was the sentiment of 
the Association of Electric Washing 
Machine Manufacturers at its No- 
vember meeting, just held in Chi- 
cago. 

Manufacturers unanimously and 
enthusiastically committed them- 
selves to a program to tell the story 
of washing-machine economy to every 
housewife in the land. 

An attendance of fifty-three big 
manufacturers and a spirit of hope- 
ful optimism made the meeting of 
exceptional interest and implanted a 
sense of encouragement and renewed 
efforts in the thoughts of all. 

Chairman H. G. Seaber, of the 
committee on merchandising, made a 
report which was easily the feature 
of the two days’ meeting. Some high 
lights in that report were: 

“The washing-machine industry is 
not a fair-weather business. 

“For years we have been preaching 
the story of economy. We have told 
and shown the housewife that in sav- 
ings of clothes, time, labor and money 
the washing machine is an asset of 
unquestioned importance. 

“Now, in these days of stress our 
story of economy should be very 
much more welcomed than in days of 
luxury. It is no time for us to quit. 
It is not a matter of facing a future 
of slowing up. It is our greatest op- 
portunity. The washing machine is 
needed more to-day than ever before. 
As the need for economy increases so 
does our opportunity become larger. 

“Every manufacturer should re- 
double his efforts to tell the story of 
savings his washer affords. 

“Every merchant should know that 
need is preliminary to buying, and 
that as the days become leaner the 
need for savings on clothes and 
economies in time and labor become 
greater. 

“To-day is the best day in the his- 
tory of the industry. The trend of 
the times is not against us, it is for 
a.” 


: ee it is time for intensive 


Chairman Seaber’s committee 
counseled bigger advertising cam- 
paigns and greater merchandising 
efforts and easily convinced all man- 
ufacturers present that “in times of 
stress are our greatest opportunities 


rather than in the heydey of extrav- 
agance and luxury.” 
On Guard for Monopoly 


An important note of warning was 
sounded by the committee against 
those distributors who sought to 
monopolize the industry. “We are 














E. B. Seitz, secretary of Washing 
Machine Manufacturers 

not confined to any one means of 
marketing our product,” said the 
committee’s report. “We can sell 
through many agencies and shall at 
all times pursue a policy which shall 
assure a fair, square deal to all who 
handle our product.” 

While no official consideration was 
given to the question of price, the 
matter not being mentioned in the 
sessions, in private statements manu- 
facturers seemed agreed that reces- 
sions were wholly out of the question 
and that advances would be thor- 
oughly justified. 

“While motors, metal, wringers, 
labor and every element entering our 
product were sky-rocketing,” said one 
manufacturer, “we sat on the lid. 
Washing machines were priced only 
a few dollars over pre-war prices 
during the peak of high material and 
manufacturing costs. We absorbed 
raises and raises. Now, while the 
market may seem to be faced about 
we cannot turn with it. We did not 
take the raises we might have taken, 
consequently we are not in a position 
to take declines. It is my thought, 
and others seem agreed, that wash- 
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ing-machine prices are sure to stay 
at present levels for a long time. In 
fact, we are fighting constantly 
causes which seem to make it neces- 
sary to make advances.” 

E. B. Seitz, secretary of the asso- 
ciation, presented figures and facts 
evidencing the industry is in a state 
of marked prosperity. Records show 
the volume of business is on the“up 
trend. Sales are satisfactory. In- 
quiries are numerous, and most man- 
ufacturers are planning on bigger 
sales than ever for the coming 
months. 

President H. L. Barker, of the 
1900 Washer Company, was in the 
chair at some of the sessions, and 
kept the discussions down to brass- 
tack subjects. Vice-presidents John 
Roche of the Meadows Mfg. Co., and 
R. D. Hunt of the Dexter Company 
showed ability and judgment when 
they had the gavel, and helped ma- 
terially to crowd into the sessions 
sixty minutes of helpful, constructive 
discussion for every hour of the 
meeting. 

In January the annual convention 
will be held in Chicago, at which time 
the election of new officers and many 
social features will prove of interest. 


INVITATION TO BUFFALO 
AND NIAGARA 


Buffalo is fast becoming a hardware 
center on account of the large number 
of different articles handled by hard- 
ware companies throughout the country 
which are manufactured at Buffalo and 
the Niagara frontier. 

The manufacturers in this district 
have recently associated themselves to- 
gether by forming the Niagara Fron- 
tier Hardware Club, and they desire to 
place themselves and the services of the 
club at the command of the hardware 
trade, both wholesale and_ retail, 
throughout the United States. 

The officials of the club will at all 
times be very glad to actively co-operate 
with the hardware trade, so far as lies 
within their power, and desire to ex- 
tend to the hardware trade an invita- 
tion to visit Buffalo and see for them- 
selves the advantages presented by 
Buffalo as a hardware manufacturing 
center. 

If any buyers visiting Buffalo will 
communicate with Mr. T. W. Porter, 
secretary of the club, arrangements 
may be made for hotel reservations, 
transportation, Pullman reservations or 
any other services which the club offi- 
cials can render. 
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' Meals for a Quarter Apiece 


How the Seattle 


Hardware 


Treats Its 


Co. 


Employees and How the Employees Treat the Co. 


N these days when the old H. C. of 


L. is more talked about than any 
other thing, because we are all so 
vitally interested in it, to make a state- 
ment here that a concern, whose busi- 
ness is hardware, is successfully fur- 


1919, there was started in Seattle a 
general strike that for about a week 
tied up completely all business in that 
city, even the street cars stopping, 
newspapers suspended publication, and 
the city for a time was practically 














The dining room of Seattle Hardu are Co., Se attle, Wash. 


employees at a 
cents, food is 
the very best that will, 
no doubt, be questioned by most Harp- 
WARE AGE readers, but it is an absolute 
fact, and this article will tell how the 
Seattle Hardware Co., the leading hard- 


hing a full meal to 


yf 25 and that the 


can be bougnt, 


ware jobbing house in Seattle, Wash., 
has operated successfully for two years 
a café for the benefit of its employees, 
vives them a good meal for 25 cents, 
and then adds to this by giving them 
other things for which there is no 
charge, and as a result has nearly 300 
employees that swear by the Seattle 
Hardware Co. and give it in return 
loyal service, the equal of which would 
be hard to find anywhere. The com- 
pany makes no profit out of the dining 
room, and only until a few months ago 
did it lose anything, and this was be- 
cause the prices of food in the Seattle 
market had reached such a high plane 
that the dining room has shown a small 
deficit, but this will be only temporary 
as in Seattle, like every other place, 
the price of foodstuffs is coming down, 
some articles already being about 25 
per cent lower. 

It will be recalled that in February, 


under martial law. Many trades not 
affected in any way by the matters 
that brought on the strike went out on 
a sympathy strike, with, the result that 
for about a week all restaurants in 
Seattle were closed tight and employees 
of the Seattle Hardware and in 
fact of all other concerns, were put 
to great inconvenience. The employees 
of the Seattle Hardware Co. discussed 
the situation among themselves, with 
the result that a petition signed by 
more than 100 employees was presented 
to the company, asking that it estab- 
lish a dining room for them so that 
they would not again be at the mercy 
of the radical labor element. The re- 
sult was that a dining room was es- 
tablished. 

The service in the dining room is the 
cafeteria plan, and as stated before, 
for the sum of 25 cents each employee 
is furnished a full meal, this consisting 
of soup, one order of meat, two vege- 
tables, all the bread and butter wanted, 
tea or coffee, and dessert. Employees 
fill their own trays and they have the 
privilege of going back the second time 
for more food if they desire. 

In addition, there is kept on sale at 
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all times, fruit, chewing gum, ice cream 
and other delicacies, which are sold to 
the employees at low prices, usually 
much less than they can be bought for 
in public restaurants. All employees 
of the Seattle Hardware Co. work under 
what is known as the 15-minute relief 
plan, in other words, all employees are 
given a 15-minute period from duty in 
the forenoon and the same in the after- 
noon. In these periods employees can 
go to the lunch room and purchase any- 
thing they desire, for which they pay 
cash. 

The Seattle Hardware Co. pays its 
employees on the Ist and 15th of each 
month, and payment for meals is han- 
dled in a unique way, but which has 
worked out very satisfactorily. The 
number of days between the Ist and 
15th, or between the 15th and the end 
of each month, excluding Saturdays, 
on which employees may use the dining 
room, is computed, this usually being 
11 or 12 days, and the employees are 
furnished a card on which numbers are 
printed from 1 to 12, and as each em 
ployee eats a meal he or she presents 
the card and a number is punched from 
it. If the period has 11 days, one num 
ber is punched from the ecard of 12 
numbers, so that there remain 11 num- 
bers to be punched out. When a period 
has 11 days, the sum of $2.75 is de- 
ducted from the pay of the employee 
at the time the card is issued. 

In cases where employees do not 
take out cards, they have the privilege 
of going to the dining room on any 
day for their noon-day meal, but in 
such cases a charge of 35 cents is made 
for meals instead of cents, the 
amount charged to employees who have 
taken out tickets and who have paid 
for them. The lunch room for the sale 
of delicacies is open every day from 
8 a. m. to 4:30 p. m., while the regular 
restaurant is open every day but 
Saturdays from 11:30 a. m. to 1 p. m. 
About 125 employees are fed every 
day on the ticket system, and 75 to 
100 per day are fed on the 35-cent 
plan, or those who do not have regular 
tickets. 
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Also Have Girls’ Club 

The women employees of the Seattle 
Hardware Co. have a Girls’ Club for 
social and welfare purposes, and quite 
often in the evenings the dining room 
is cleared and a dance or other form 
of entertainment is given. This Girls’ 
Club looks after any of its members 
who are sick and does other commend 
able work. When Mr. Smith was asked 
by the HARDWARE AGE representative 
if the employees were glad that this 
dining room was maintained for their 
use, he replied that they were, and they 
showed it by the way in which they 
patronize it. He said that it made the 
employees glad to know that the firm 
was looking after their interest and 
that it had done much to promote good 
fellowship among both men and women 
employees. 

There is also in the organization of 
the Seattle Hardware Co. what is 
known as the Veteran’s Club, this being 
composed of World War fighters. 
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ARE YOU PLAYING THE GAME? 

I F there is one thing more than another which 
appeals to the true American it is gameness 
—the ability to stand the gaff—to win or lose 

with a smile. The prize fighter, who though out- 
classed in strength or science, gamely meets his 
punishment to the final count, never fails to gain 
the applause of the spectators. As a nation we 
detest the “piker.” We love the fellow who plays 
the game. 

Just now the great American game, so far as 
business is concerned, is the game of deflation. 
We have reached the place, where it is time for 
America to consider sane prices, sane hours of 
labor, sane wages, sane spending and sane living. 
Those are the rules of the game deflation—a game 
which calls for the courage that smiles as it fights; 
for business gameness. 

For six years we have been punting the foot 


ball of prices. There has been none of the slow 


steady progress of line plays. We have kept the 


ball in the air until most of us have forgotten how 
to play it on the ground. Now we face deflation 
and a resumption of the old rules. 

Despite occasional criticism, each day adds tes 
Reserve 


When 


the policy was inaugurated early in the year, there 


timony to the wisdom of the Federal 


Board’s policy of bringing about defiation. 


was ample ground for the fear that unless pre- 
ventative steps were taken a panic might develop 
in August or September. Due in no small meas- 
ure to the Board’s action, those months passed 
without panic. Even at this late date there is 
nothing even approximating panic conditions, al- 
though a much-needed readjustment along sane 
lines is undoubtedly in progress. We face a longer 
period for liquidation than we would had inflation 
been permitted to continue its headlong course. 
Much of the criticism of the Federal Reserve 
3oard’s action serves to emphasize the value of 
its work. For instance, that criticism based on 
the plea for production, with the inference that 
anything tending to curtail production meant in- 
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jury to the economic situation. Naturally this 
plea for production was based on the thought that 
goods produced would soon reach the ultimate 
consumer. However, it soon developed that large 
quantities of goods were withheld speculatively to 
maintain prices. 

We wanted production in order to force prices 
down, yet when a condition developed of goods 
being kept from the market, that end could only 
be attained by forcing the speculators to release 
the goods. Production has been curtailed only 
when there has been a surplus. The speculator 
never plays the game. 

To-day a deplorable condition exists in North 
Dakota, due to the fact that the farmers insist 
on holding their wheat from the market to hold 
Merchants are 


up prices. Debts are forgotten. 


forced to carry the sack. Banks cannot collect 
their outstanding notes, and bank failures are a 
daily occurrence. Eventually the farmer of North 
Dakota will get a wheat price governed by supply 
wheat withheld from the 


and demand—not by 


market. Meanwhile the whole state loses because 


he refuses to play the game—to stand his losses 
as he stood his winnings. 

There is a similar condition in the offing with 
regard to merchandising. Where manufacturers’ 
prices on commodities in general dropped 7 pel 
cent last month, the consumer benefited only from 
1 to 3 per cent. Somebody lacked gameness, and 
that lack of 
business later. 


gameness will react on the retail 

When declines come, and they will come in hard- 
ware as in other lines, slowly but surely, retailers 
and jobbers must share with manufacturers in 
what losses accrue. Declines must be passed on 
quickly and cheerfully. The man who fails to play 
the game will eventually be penalized. 

Let us live up to American traditions and ideals. 
Meet the declines gamely as they come through, 
and through the steady even play of keen merchan- 
dising and intense salesmanship, gain back the 


lost ground and win the goal. 

















Congress Plans Repeal of Luxury Taxes 
Increased Tariff Rates to Fill Gap—Organized Labor to 
Cooperate with Efficiency Engineers—Income Tax Figures 


WASHINGTON, Nov. 29, 1920. 


ENTLEMEN of the hardware 
trade, sit up and take notice! 


Here is something of interest to 
every man Jack of you. 

The Congressional leaders, after 
backing and filling on the revenue re- 
adjustment question for several weeks, 
are now giving very serious considera- 
tion to the desirability of repealing the 
so-called luxury taxes. Few of the 
items embraced in this category are 
luxuries at all, but your interest lies 
in the fact that they are assessed upon 
many articles that are usually to be 
found in your stocks of merchandise. 

In giving serious attention to the 
question of eliminating these taxes, 
Congress is moved by several considera- 
tions. In the first place, these taxes 
are levied upon a few selected manu- 
facturers and merchants who are al- 
ready carrying their full share of the 
burdens of taxation. Even where the 
tax itself can be passed on to the con- 
sumer it operates as a handicap, and 
in some cases has proven practically 
prohibitory, at least to the extent of 
substantially reducing the volume of 
sales. 

In the second place the collection of 
these taxes has proven difficult, uncer- 
tain and costly. It has put a premium 
on evasion and a penalty on honesty. 

Finally, the total amount produced 
has been disappointing when the cost 
and inconvenience of collection are 
considered. It is admitted that these 
taxes are unscientific revenue _ pro- 
ducers. 

Get Rid of the Pinpricks 


Farsighted Congressional leaders 
have dubbed these imposts “pinprick 


By W. L. CROUNSE 


taxes” for the reason that they produce 
a very large amount of irritation in 
proportion to the blood-letting. 

Surely these are reasons enough for 
the early repeal of the entire category 
of imposts levied under Title IX of the 
War Revenue Act. 

The majority leaders of Congress 
are encouraged to contemplate the re- 
peal of the luxury taxes by the esti- 
mates that have been made concerning 
the possibility of the increase in reve- 
nues that may result from the overhaul- 
ing of the tariff schedules. These 
figures show that the present revenues 
from the customs, which are coming 
in at a lower ad valorem than ever be- 
fore in the history of the country, can 
be doubled or trebled. 

Senator Curtis, of Kansas, the Re- 
publican whip and a prominent member 
of the Finance Committee who is sup- 
posed to know more about the _in- 
dividual views of the members of the 
Senate than any other man on the 
floor, is authority for the _ inter- 
esting statement that the tariff 
duties can be made to yield a billion 
annually as against $323,000,000 during 
the past fiscal year, and that a reduc- 
tion of Government expenditures to 
$3,000,000,000 for the fiscal year begin- 
ning July 1 next can be made, thus 
leaving only about $2,000,000,000 to be 
raised by internal taxes. 

Of course, the Kansas Senator takes 
the high-protectionist view point, but 
equally, of course, the majority of the 
Senate take a similar view. Senator 
Curtis says: 

A Protectionist View 


“The United States must protect it- 
self against the flood of cheap foreign 
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products that is certain to come into the 
country as the shipping situation begins 
to adjust itself. Foreign countries have 
large amounts of raw and finished prod- 
ucts which they are anxious to bring 
into this country because of the great 
purchasing power of our people. 

“They can afford to pay a high tariff 
because of the prevailing prices here. 
Prices are high abroad, but there is no 
market, such as we have in this coun- 
try. In addition, the foreigners are 
anxious to unload their surplus on this 
country in the hope of re-establishing 
credit. 

“I believe that a billion-dollar tariff 
bill that will be both practicable and 
feasible can be worked out under Presi- 
dent Harding’s administration. An ex- 
tra heavy levy could be placed on prod- 
ucts that come in direct competition 
with those of our country, thus produc- 
ing more revenue, while at the same 
time the rates could be made lower on 
products this country needs. 


Solution of Domestic Tax Problems 


“If we are able to write a billion 
dollar tariff bill, the problem of domes- 
tic taxes will in large measure have 
been solved. I feel confident that the 
next Congress easily can reduce the 
annual Government expenditures to near 
the three-billion mark. 

“This would necessitate only two 
billions in internal taxes, as compared 
with more than $4,000,000,000 during 
the present year. I believe the present 
army of governmental employees 
throughout the country can be greatly 
reduced, particularly in Washington.” 

But this is not all of the program 
now under consideration. In addition 
to wiping out the luxury taxes it will 
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be entirely practicable, with the tariff 
so revised and governmental expendi- 
tures curtailed as proposed, to repeal 
the excess profits tax which now costs 
the consuming public about $5 for every 
dollar it turns into the Treasury. 

Finally, the plan includes a_ sub- 
stantial simplification of the income tax 
law as affecting both corporate and 
individual incomes. At present there 
is no such thing as a correct income 
tax return. Errors are discovered by 
the Internal Revenue Bureau in prac- 
tically every return received, and it is 
a significant fact that to-day the Bureau 
is still floundering along with its audit 
of returns for 1917. 

In thousands of cases when an at- 
tempt is made to adjust a faulty re- 
turn, the man who made it is found to 
be dead. So serious is this situation 
that it is more than likely special legis- 
lation will be put through at the com- 
ing session making important reforms 
in the income tax laws. 

Changes in rates, however, will prob- 
ably be deferred until the general reve- 
nue readjustment which is to be under- 
taken at the special session that will be 
called by President Harding next April. 


Those “Luxury” Taxes 


In view of the possibility that the 
luxury taxes will be repealed, a sum- 
mary of the schedules included under 
Title IX will be of interest. These 
taxes are as follows: 

Automatic slot device machines— 
Vending, 5 per cent; weighing, 10 per 
cent. 

Automobile trucks and wagons, in- 
cluding tires, inner tubes, parts and 
accessories sold on or in connection 
therewith, 3 per cent. 

Automobiles and motorcycles other 
than above, except tractors, but includ- 
ing tires, inner tubes, parts and acces- 
sories sold on or in connection there- 
with, 5 per cent. 

Yachts and motor boats, not designed 
for trade, fishing or national defense; 
and pleasure boats and canoes if sold 
for more than $15, 10 per cent. 

Cameras, weighing not more 
100 pounds, 10 per cent. 

Fans, portable, electric, 5 per cent. 

Photographic films and plates except 
moving picture films, 5 per cent. 

Moving picture films containing pic- 
tures ready for projection, 5 per cent. 

Firearms, shells and cartridges not 
intended for war purposes, 10 per cent. 

Humidors and smoking stands, 10 per 
cent, 

Hunting and shooting garments and 
riding habits, 10 per cent. 

Knives (dirk), daggers, sword canes 
and stillettos, 100 per cent. 

Knives (hunting and bowie), 10 per 
cent. 

Knuckles, 
cent. 

Liveries and livery boots and hats, 
10 per cent. 

Pianos, organs (other than pipe or- 
gans), piano players, graphophones, 
phonographs, talking machines, music 
boxes and records, 5 per cent. 


than 


brass or metal, 100 per 
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Sporting goods, including tennis 
rackets, nets, racket covers and presses, 
skates, snowshoes, skis, toboggans, 
canoe paddles and cushions, polo mal- 
lets, baseball bats, gloves, masks, pro- 
tectors, shoes and uniform, football 
helmets, harness and goals, basket-ball 
goals and uniforms, golf bags and 
clubs, lacrosse sticks, balls of all kinds, 
fishing rods and reels, billiard and pool 
tables, chess and checker boards and 
pieces, dice, games and parts of games 
(except playing cards and children’s 
toys and games), and all similar arti- 
cles commonly or commercially known 


Some Income 


\ ’HILE Uncle Sam is still struggling 

with income tax figures for the 
calendar year 1917, he has been able 
to make up a tentative statement based 
solely upon returns for the calendar 
year 1918. These figures, which are 
still subject to audit, show the number 
of individual returns filed according to 
classes, the amount of income repre- 
sented by the returns and the amount 
of tax actually collected. The compila- 
tion of statistical data from the returns 
of partnerships and corporations for 
1918 will not be available for some time 
to come. 

The figures submitted make an in- 
teresting exhibit. They show that the 
income tax law is affecting more tax- 
payers than was anticipated, and that 
the average amount of tax paid by each 
individual was larger in 1918 than in 
any previous year. 

The number of personal returns filed 
during the calendar year 1918 was 
4,425,114. The total amount of net in- 
come reported by these returns was 
$15,924,639,355, and the tax (normal 
and surtax) amounted to $1,127,721,835. 


Big Increase In Taxpayers 


The average amount of tax per in- 
dividual was $254.85, and the average 
tax rate 7.08 per cent. As compared 
with 1917 these figures show a growth 
of 952,224 in the number of returns 
filed, and an increase in the total net 
income reported amounting to $2,272,- 
256,148; likewise an increase of $436,- 
228,881 in the total tax. 

For the year 1918 there were filed 
67 returns of income of $1,000,000 and 
over. Returns of income from $500,000 
to $1,000,000 numbered 178. The num- 
ber of returns reporting income of from 
$300,000 to $500,000 was 382. 

There were 1514 returns of income of 
from $150,000 to $300,000; 2358 returns 
of income of from $100,000 to $150,000; 
9996 returns of income from $50,000 to 
$100,000; 28,542 returns of income from 
$25,000 to $50,000; 116,569 returns of 
incomes from $10,000 to $25,000; 319,- 
returns of income from $5,000 to 
$10,000; returns of income of 
from $3,000 to $5,000; 1,496,878 returns 
of income of from $2,000 to $3,000; and 
1,516,988 returns of income of from 
$1,000 to $2,000. 

The total income represented by the 
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932.336 
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as sporting goods, 10 per cent. 

Thermos and thermostatic bottles, 
carafes, jugs or other thermostatic con- 
tainers, 5 per cent. 

Title IX also includes a number of 
additional items not usually embraced 
in the stocks of hardware merchants, 
which are not here enumerated. The 
absurdity of calling these imposts 
luxury taxes is emphasized by the fact 
that these additional items include bath 
soaps, dentifrices and similar articles, 
the use of which is being urged by phy- 
sicians and hygienic experts through- 
out the civilized world. 


Tax higt res 


returns according to classes 
follows: From $1,000 to $2,000, $: 
354,577; from $2,000 to $3,000, § 
824,833; from $3,000 to $5,000, $3,535,- 
219,007; $5,000 to $10,000, $2,145,690,- 
016; $10,000 to $25,000, $1,736,548,050; 
$25,000 to $50,000, $978,042,710; $50,000 
to $100,000, $679,720,737; $100,000 to 
$150,000, $284,106,740; $150,000 to $300,- 
000, $305,024,817; $300,000 to $500,000, 
$144,545,428: $500,000 to $1,000,000, 
$119,075,548; $1,000,000 and over, $137,- 
486,892. ‘ 


Big Hard Hit 


The amount of tax collected accord- 
ing to classes was as follows; On in- 
come from $1,000 to $2,000, $26,481,- 
602; on income from $2,000 to $3,000, 
$35,415,344; on income from $3,000 to 
$5,000, $82,928,720; on income from 
$5,000 to $10,000, $93,057,963; on in- 
come from $10,000 to $25,000, $142,448,- 
679; on income from $25,000 to $50,000, 
$130,240,648; on income from $50,000 
to $100,000, $147,428,655; on income 
from $100,000 to $150,000, $95,680,064; 
on income from $150,000 to $300,000, 
$136,155,916; on income from $300,006 
to $500,000, $79,164,847; on income 
from $500,000 to $1,000,000, $69,834.- 
148; on income of $1,000,000 and over, 
$88,885,249. 

The’ number of joint returns of 
husbands and wives with or without 
dependent children, and of husbands 
whose wives, though living with them, 
filed separate returns, was 2,559,057. 
The total net income represented by 
these returns amounted to $10,942,720,- 
894. The number of wives making 
separate returns from <‘oeir husbands 
35,942, the amount of 


net income 
represented being $333,218,749. 


Incomes 


was 


Burdens of Single Men and Women 


The number of men making 
returns as heads of families was 296,- 
902. The total net income of this class 
amounted to $857,115,228. The num- 
ber of returns filed by single women 
as heads of families was 82,251. The 
total net income of these taxpayers 
amounted to $273,794,078. In addition 
there were filed 1,195,301 returns of 
income by single men, representing a 
total net income from this class of 
$2,726,887,806. The number of single 
women filing returns in addition to the 
above figures was 255,661. The total 


single 
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net income represented by these returns 
amounted to $790,902,600. 

The returns show that the income 
received as compensation from personal 
services, salaries, wages, commissions, 
bonuses, directors’ fees, etc., amounted 
to $8,267,391,550, and from business, 
trade, commerce, partnership, farming 
and profits from incidental sales of real 
estate, stocks, bonds, and other prop- 
erty, to $4,630,455,322. Income derived 
from property for the calendar year 
1918 was as follows: Rents and royal- 
ties, $975,679,666; interest on bonds, 
notes, etc., including fiduciaries and 
foreign sources, $1,403,485,691; divi- 
dends, $2,468,749,244, a total income 
from property of $4,847,914,601. 


Incomes from Businesses 


Incomes reported by individuals as 
having been derived from business pur- 
suits is shown in the accompanying table 
distributed according to _ industrial 
divisions. 

The statistics embraced in the above 
table should cause the average mer- 
chant to slap himself on the chest. 
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Industrial Groups 
Agriculture and related industries 
Mining and quarrying 
Manufacturing— 

Food products, liquors and tobacco 


Textile and textile products............ 
Leather and leather products........... 
PUMOOT WOGGB. 6oc sce cee eee 
Lumber and wood products............ 
Paper, pulp and products.........0sccccce 


Rubber and 


Printing and publishing 


Chemicals and,allied substances......... 
Stone, glass and clay products.......... 
Metal and metal products.............. 
All other manufacturing industries...... 


Construction 


Transportation and other public utilities.... 


Trade 


Service, domestic, professional; amusements, etc 


banking, insurance, ete 
cases; individuals whose 
defined to be classed 


Finance, 
Special 
ciently 
division 


business 
under 


Total 


They demonstrate that next to agri- 
culture and related industries “trade,” 
that is to say, merchandising, produced 
the largest number of taxable incomes 
and the largest aggregate of taxes paid 
embraced in any category. 


Labor Recognizes Efficiency Engineers 
4 ) £ 


RGANIZED labor has made a shift 

in position since President Gompers’ 
colossal failure to deliver the workers’ 
vote to selected candidates for Federal 
office at the last elections. Gompers 
himself has been temporarily eclipsed, 
and in his place Matthew Woll, vice- 
president of the American Federation 
of Labor, is outlining a policy of con- 
ciliation and a forward-looking  pro- 
gram of co-operation designed to in- 
crease the efficiency of labor. 

Throughout the past half-dozen years, 
Gompers, Morrison, O’Connell, Alifas, 
and other national labor leaders have 
made a desperate fight against the effi- 
ciency engineer, and upon all scientific 
shop-management systems. The Tay- 
lor system, in particular, has come in 
for attack on all occasions, and espe- 
cially for gross misrepresentation as to 
both aims and methods. 

It would be too much to expect the 
labor leaders to make a complete change 
of front over night without a better 
excuse than Gompers’ fiasco at the re- 
cent elections; hence, it will not be sur- 
prising to learn that the modified view 
of the leaders is predicated upon their 
declaration that the efficiency engineer 
has at last come to recognize the 
“human factor” in all scientific manage- 
ment systems. Of course, every one 
who knows anything about the Taylor 
system, or any other reputable efficiency 
plan, is fully aware of the fact that all 
such projects are necessarily based 
upon the “human factor,” and could not 
be made to operate thirty days unless 
they were. 

But, making due allowances for this 
attempt of the labor leaders to save 
their faces, no one will quarrel with 
the results. 

In a formal statement concerning the 
subject of industrial efficiency, Mr. 
Woll says: 


“The viewpoint of the engineer is 
valuable because it is a viewpoint of a 
man whose position is such as to en- 
able him to sea the whole broad prob- 
lem involved. He is in a position to 
know fully the value of being able to 
release the creative energy of workers, 
to bring into play their interest and 
intelligence. 

“Permit me to point to the original 
idea of those who devised the various 
systems of what we know as ‘efficiency 
work.’ Their first concept was that 
the workmen in industry were to be 
measured just as steel and iron are 
measured, They overlooked the human 
factor. 

“That idea has been largely aban- 
doned, because it was a wrong idea. 
There is coming to be a more general 
understanding of the human element, 
the human factor in industrial life. 
This takes into account that mysterious 
thing which gives self to men, and it 
does not stop at the idea that men are 
merely the instruments through which 
a given amount of commodity is turned 
from raw material to finished product. 

“This viewpoint has resulted in the 
recognition by each party in industry 
of the rights, the wishes, the viewpoint 
and the intelligence of the others, and 
this cannot help having a stimulating 
effect. 

“The engineer, because of his broad 
viewpoint and knowledge of all factors 
in production is able to understand the 
blighting effects of a human factor in 
industry that is checked and bound by 
conditions that give no opportunity for 
intelligent participation and no chance 
for the use of creative energy to any- 
thing like its normal capacity.” 


This Listens Well 


There have recently been a number 
of informal conferences between the 
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Number of 
Businesses 


Reported Net Income 


$1,122,532,163 
26,626,800 


29,813,576 
23,433,146 
53,603,201 
39,079,249 
777,905,725 
678,670,425 
90,018,896 
sufti- 
principal 
133.551,427 
958,379 $3,124,355,196 
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officials of the American Federation of 
Labor and prominent efficiency engi- 
neers. This is something entirely new 
in the history of labor organizations, 
and augurs well for the future. 

Labor’s attitude toward the indus- 
trial engineer, or efficiency expert, has 
in the past been almost universally one 
of suspicion, both as to the latter’s 
motives and his knowledge of the con- 
ditions upon which his judgment as to 
solutions of industrial problems were 
based. There has existed a tendency to 
look upon the efficiency engineer as the 
agent of the employer, and not as en- 
tirely impartial or disinterested in his 
proposals for the solution of industrial 
controversies. 

This attitude in many cases has been 
carried so far as to lead to accusations 
that the members of efficiency depart- 
ments of large corporations and of in- 
dependent bureaus whose services were 
sought in time of dispute were nothing 
more than “private detectives” in the 
pay of the employer. Statements of 
this nature were freely made by leaders 
and members of labor organizations 
during the steel strike last year, and 
were particularly frequent during con- 
troversies between the railroad broth- 
erhoods and the companies before the 
war. Similar instances have also oc- 
curred in labor disputes in the cotton 
mills of the South and in textile manu- 
facturing plants in New England. 

These developments will be hailed 
with satisfaction by every business man 
throughout the country. The new pol- 
icy in recognizing the functions of the 
efficiency engineer means also that the 
necessity for greater production is also 
recognized. 

Only by increased output can a wage 
schedule even approximating that now 
in force be continued for any length 
of time. Unrestricted production is 
also the solution of the high cost of 
living, for in no other way short of cut- 
ting wages can retail prices be reduced 
without sacrificing the interests of 
manufacturer or dealer. 

Mr. Woll is to be congratulated upon 
his new departure. His associates 
should lose no time in climbing onto the 
twentieth century bandwagon. 





Coming Hardware Conventions 


AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Coliseum, 
St. Louis, Mo., Nov. 30, Dec. 1, 2, 3, 
1920. Headquarters, Hotel Statler, T. 
James Fernley, secretary-treasurer, 505 
Arch Street, Philadelphia, Pa. 

Texas HARDWARE & IMPLEMENT AS- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, Adol- 
phus Hotel. A. M. Cox, secretary, 1808 
Main Street, Dallas. 

Paciric NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL VEHICLE AND HARD- 
WARE ASSOCIATION CONVENTION, Kan- 
sas City, Jan. 18, 19, 20, 1921. H. J. 
Hodge, secretary, Abilene, Kan. 

MissourR1 RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Brown Palace Hotel, Denver, Col., Jan. 
25, 26, 27, 1921. W. W. McAllister, sec- 
retary-treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE _ ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WEST VIRGINIA RETAIL HARDWARE 
DEALERS’ ASSOCIATION CONVENTION AND 
EXHIBITION, Huntington, W. Va., Feb. 
1, 2, 3, 1921. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton, 
Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Omaha, Feb. 1, 2, 3, 4, 1921. Headquar- 
ters will be the Rome Hotel and Exhibi- 
tion at the Auditorium. George H. 
Dietz, secretary-treasurer, 202 Hall 
Hardware Block, Lincoln. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Philadel- 
phia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL 
CIATION CONVENTION AND 


HARDWARE ASSO- 
EXHIBITION, 


Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City. 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 
homa City, Feb. 8, 9, 10, 1921. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

NoRTH DAKOTA RETAIL HARDWARE 
ASSOCIATION AND EXHIBITION, Fargo, 
Feb. 8, 9, 10, 11, 1921. Exhibit will be 
held in the Municipal Auditorium, Feb. 
8, 9, 10. C. N. Barnes, secretary, 
Grand Forks. 

CALIFORNIA RETAIL HARDWARE & 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVBNTION AND EXHIBITION, 
Hotel Sherman, Chicago, Ill., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE Asso- 
CIATION CONVENTION, St. Paul, Audito- 
rium, St. Paul, Feb. 15, 16, 17, 18, 1921. 
H. O. Roberts, secretary, Metropolitan 
Life Building, Minneapolis, 

OHIO RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Colum- 
bus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE 
ASSOCIATION CONVENTION AND 
TION, Mechanics’ Building, 


DEALERS’ 
E XHIBI- 


Boston, 


AN EXCELLENT Cl 
\ TITH the Christmas season ap- 
proaching, the American hostess 
finds herself involuntarily inspecting 
her table cutlery. There is not a 
hostess in the land who would venture 
to trespass the rules of good taste to 
day in the arrangement of her table 
ware. 

The American household excels to-day 
in many things, and not the least of 
these is cutlery. It is, perhaps, safe 
to say that nothing adds more to the 
beauty of a well-laid table than an 
array of brightly-polished knives. The 
American table cutlery makers have 
done their utmost to give sharp edges 
to the blades and durability to the han 
lles. As a matter of fact, American table 
cutlery is regarded the world over as 
the most perfectly balanced to the hand. 

Few hostesses need to reminded 
to-day that the plain steel knives are 
best when meat is served and that a 
small, steel bladed knife is also best 
for the cheese course. Fish knives and 
butter knives are, as a rule, preferable 
in the silver plated variety. 

In laying the table, the old rule still 
holds good, namely, that each article of 
table cutlery should be placed, start- 
ing from the outside, in the order the 
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Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

IowA RETAIL HARDWARE ASSOCIATION 
AND EXHIBITION, Des Moines, Feb. 22, 
23, 24, 25, 1921. A. R. Sales, secretary- 
treasurer, Mason City. 

SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25,1921. H. O. Roberts, 
secretary, Metropolitan Life Building, 
Minneapolis, Minn. 

New YorRK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel headquarters, Powers 
Hotel. Exhibition at Exposition Park. 
John B. Foley, secretary, 607-608 City 
Bank Building, Syracuse, N. Y. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Petersburg, Feb. 22, 
25, 24, 1921. Thos. B. Howell, presi- 
dent and acting secretary, Richmond. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 9, 10, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Tex. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon, secretary-treasurer, Char- 
lotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia 
and Tennessee Convention and Exhibi- 
tion, Atlanta, Ga., May 17, 18, 19, 20, 
1921. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


TLERY ARGUMENT 


hostess wishes it employed. The old 


English serving table is now being used 


more generally than has been customary 
lately. This requires placing a carving 


set at the seat of the person who will 
act as the carver. 


A revival of 
set is in 
after 


the old style carving 

These are fashioned 
used at the American 
dinner tables a hundred years or more 
ago. They are possibly the finest ex- 
amples of American cutlery art extant 
and add materially to the dignity and 
charm of a well laid table. 


vogue. 


designs 


L. C. WILSON NOW 
SECRETARY 

L. C. Wilson, for the past two years 
general manager the Chain 
Products Co., Milwaukee, Wis., has been 
elected secretary of the Federal Malle- 
able Co., West Allis, Wis. He will 
assume his new duties on Nov. 15, and 
was succeeded at the Chain Belt Co. 
by C. F. Messinger. Mr. Messinger 
acted in the capacity of assistant to 
the vice-president before taking this 
new office. 


sales of 
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Putting Hardware Characters to Work—Announcing a Change in 
Retail Credit Terms—New Store Paper Has Unique Features 


Polly Prim and Handy Andy 
No. 1 (3 

The value of characters in retail pub- 

licity is generally recognized. They 
impart a personal touch that is difficult 
to secure by other means and they are 
just enough impersonal not to grow 
tiresome as one man’s picture and one 
man’s sayings are apt to do. 
“The Haynes Hardware Co., Emporia, 
Kan., has just introduced two charac- 
ters to its trade, as will be noted by 
the Haynes ad which is reproduced. 
These are furnished by a hardware 
service and the Haynes Co. is the only 
firm in the town privileged to use the 
characters. 

The Haynes people write us that they 
are well pleased with this innovation 
and though they say there has hardly 
been time to check results, they feel as 
though the service will help stimulate 
their business. 

This opinion is in line with our sug- 
gestions made in the past. It pays to 
tie up to a good hardware service—you 
are assured of a fresh supply of cuts 
and a periodic batch of sales sugges- 
tions. 

This ad goes to some length to intro- 
duce the two characters and the intro- 
duction is certainly well worded and 
calculated to arouse the interest of the 
reader in subsequent announcements. 

“Handy Andy” strikes us as being a 
good name for a hardware character. 
The modern hardware store certainly 
sells more “handy” things than any 
other retail establishment we know of. 

Later on, we’ll show you some of the 
follow-up ads of the Haynes Co. in 
which these characters appear. 


cols. x 11 in.) 


A Change in Credit Terms 
No. 2 (2 cols. x 6 in.) 


Hardware dealers generally will be 
deeply interested in this announcement 
of the Blakey-Clark Co., Ennis, Texas, 


in which a change in retail credit terms 
is explained. 

The explanation shows that the 
change has been forced upon the local 
concern by changes in credit all along 
the line from the manufacturer down. 

While announcement of such a policy 
may cause something in the way of a 
loss of trade due toncustomers figuring 
only on immediate needs, we believe 
that in the long run it will make but 
little difference and it will enable the 
hardware dealer to offer his customers 
better values by his being in a position 
to buy more advantageously himself. 

If you have made a similar announce- 
ment or intend to do so, kindly see that 
a copy of your ad is mailed to us. 
Star Compositor Puts Over Another One 
No, 3 (2 cols. x 4 in.) 

Recently we reproduced an ad of the 
Buchanan Hardware Co., Richfield 
Springs, N. Y., in which the compositor 
simulated the effect of a baseball dia- 
mond by the clever use of brass rules. 

Here is another effort by the same 
compositor, Horace Garland of the Ot- 
sego Farmer, Cooperstown, N. Y. Note 
how the roof of the house is suggested 
by the rule arrangement and the house 
itself by the type arrangement. 

The Buchanan Hardware Co.’s ad- 
vertising manager, Miss Eleanor Por- 
ter, in commenting upon this ad says: 
“We consider this ad by the Otsego 
Farmer very effective in arrangement. 
We always look to the Farmer to fur- 
nish excellent ad displays and their 
record has proved their worth.” 

It is encouraging for the advertiser 
in rural newspapers to receive neat 
set-ups. We have noticed that better 
display is the rule among the country 
newspapers and are glad to cite this 
instance wherein the newspaper has en- 
tirely satisfied the advertiser. 

In conjunction with this ad, the Bu- 
chanan Company ran a window display 
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of the roofing and a large show card ex- 
plaining its durability and low price. 


Starting Off With Snap 
No. 4 (8 in. x 10 in.) 


Here is the first issue of Dahl’s Co- 
Operator, a monthly store paper pub- 
lished by Dahl’s Hardware Store, Good- 
ridge, Minn. 

The opening talk explains how Mr. 
Dahl had had the store paper in mind 
for some little time and how he got the 
idea for its name from another house 
organ published by a manufacturing 
concern and then he goes on to explain 
at length the meaning of co-operation 
and this talk is well worth careful 
reading by every hardware man work- 
ing for closer customer relation. 

In reading this first page you will 
note a number of unique features. 
First, there is an expression concern- 
ing the drop in prices and what may be 
expected in the hardware business. 
Then, there is a little human interest 
story concerning the local banker and 
the local crop of sweet clover. Also a 
note on a customer’s purchase. 

Throughout the paper there is this 
same local tie-up. On the second page, 
for example, there is an article of some 
length regarding potatoes and a plan 
for a potato growers’ association, 

On the last page there is a reference 
to the local Commercial Club, and on 
another page there is some advice to 
farmers regarding conditions in the 
local live stock field. This is where the 
Co-Operator is unique. There is a real 
tie-up to local conditions and the items 
are well thought out and bound to make 
an impression. 

In the first issue, the following items 
are featured: Meat grinders, safety 
razors, pocket cutlery, axes, flashlights, 
hay carriers, cream separators, stoves, 
oil heaters, stove pipe, varnish and 
toys. The issue is dated Oct. 25. 
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Beginning December Ist, 1920, all accounts 
will be due and payable the First of the month 


following the date of purchase. 
: SPECIAL 


NBWCESSITY forces us to make this change. Wor years it has beca 
Present | 


our custom to conduct our business on long credit terms, 
conditions have mado it necessary that we discontinue our past cus- 
tom of long credit terms. 
PRACTICALLY all other lines of business have changed to either @ 
Strictly Cash or Thirty Day business. 

CREDIT TERMS have been changed all up and down the line, ‘The 
manufacturers and the jobbers have shortened their credit terms to WEL Leas | 
the retailers. This is forcing the retailers to shorten their terms of 
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We have just received a carload of 
1 1/4-inch Corrugated Galvanized 
Roofing—full weight (28 gauge), in 
sheets 6 ft., 7 ft., 8 ft., 9 ft., 10 ft., 
11 ft., 12 ft. long. 


Y-Cl 
| E A $9: Per Square 
f \ splendid opportunity to se yt bare 


credit. 
PLEASE REMEMBER the date of this change is DECEMBER 1, 1920 
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Announcing a change in credit 
Brattleboro 


PAINT PLANTS Pa., and Franklin G. Clark and Martin 
pOL Anderson of Canton, Ohio. The capi- 
MERGE talization is $500,000. 


Merger of the Capitol Paint Oil & eee esa 
Varnish Co. of Washington, Pa., the TRADE NOTES 


Arlington Manufacturing Co, of Can- The retail hardware store of R. 

ton, Ohio, and the Royal Varnish Co. of Punelle, sridgewater, Mass., was badly 

Toledo, Ohio, under the name of the fire on the evening of of the 
Conn., safety razors. 


Arlington Manufacturing Co., has been is $15,000. 

announced, The plants will be main- was made by the court on the applica 

tained at their present locations and lie, a stockholder. 

will retain their present names as sub Frary & Clark, New Britain, Conn., i 

sidiaries of the larger corporation. visiting in California. Damage 

Members of the directorate are L. H. $25,000 was 

Mory, Canton, Ohio; James L. Lockhart, K. 
- Manager, 


James E. Dunean, C. S. Chalfant, H. H 
Palmer of Washington, Conn., has 


Millers Falls, 
G. Bitzer, who has to 
the main plant, Millers 


transferred 
Falls, Mas 


wn ._0 
PHREE 
E. Ivan Morehouse, Bridgeport, Conn., 

has been appointed temporary receiver 
Leslie Leed Co., Stratford, 
The appointment 


damaged by 
Nov. 23. The estimated loss 
J. F. Lamb, superintendent, Landers, “on of James W. Le 

estimated at more than 
recently 
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by the Peach 
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sporting 


the 
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manufacturers. 


H. Saunders, recently general 
Woodbury Co., Waterbury, Hartford, Conn., 
made superintendent, 
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Monthly Market Summary 


MINUS 


1—Price tendencies are pointing down- 
ward all along the line. 


2—There is a general slowing down 
in virtually all branches of indus- 
trial and commercial activity. 


3—Unemployment 
are both increasing. 


HUS the basic facts in the present 
business situation properly bal- 


ance. We mention these facts be- 
cause they have more than an indirect 
bearing on conditions in the hardware 
trade. 

Downward price movements in hard- 
ware have been for the most part very 
slight. As a matter of fact price 
changes have been upward in some 
lines, but generally speaking, hardware 
prices have been marked by consistent 
stability. It is perhaps pertinent to 
mention in passing that quite a num- 
ber of the recent price reductions have 
been made by the so-called “independ- 
ent” elements in the market. Many of 
these reductions have been made vir- 
tually for the purpose of bringing the 
“independent” prices in better allign- 
ment with the average market quota- 
tions, 

In the opinion of leading authorities 
there are logical reasons for believing 
that there will be slow but appreciable 
declines in a number of lines as soon 
as manufacturing conditions have been 
more evenly readjusted in proportion 
to the average normal demand. 

It is significant to observe, however, 
in this connection that the United 
States Steel Corporation “believing 


PLUS 


1—These declines are orderly and nat- 
ural in their movement, and prove 


that unwarranted speculation has 
been substantially checked. 


porary and 


2—It should be emphasized in this 
connection that this slowing down 
is simply part of the process of 
readjustment. 


It is only tem- 


is completely con- 


trolled by the law of supply and 


demand. 


and immigration 


3—This marks a resumption to more 
normal production, and will pro- 


duce a competitive labor market, 
which will result in a better dis- 
tribution of labor activities. 


that stability in business is of the high- 
est importance” has decided to main- 
tain its existing selling prices. This 
means, of course, that the price list 
soon to be issued by the Steel Corpora- 
tion will remain unchanged. 

The effect of this actibn on prices of 
manufactured hardware will probably 
have a tendency to temporarily mini- 
mize reductions. Some manufacturers 
have already guaranteed their prices 
against declines, and it is reported that 
some of these guarantees extend until 
gan. 1, 1922. 

But it cannot be restated too often 
that the only barometer that is capable 
of forecasting, with any degree of ac- 
curacy, the possible movement of prices, 
is the law of supply and demand. All 
other elements and circumstances are 
subsidiary to this dominating factor. 

That is one of the fundamental rea- 
sons for the general slowing down in 
many of the leading industrial and com- 
mercial establishments of the country. 

The volume of business during the 
past five years has been in every re- 
spect unprecedented. Business has re- 
sembled a mountain stream during a 
spring freshet. It has been a roaring 
torrent. The business stream is now 
gradually getting back to normal. Many 
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of us have possibly lost our sense of 
proportion. We have grown accus- 
tomed to a swollen stream. As a re- 
sult the readjustment period is natur- 
ally troublesome. But by every ele- 
ment of reason it can only be regarded 
as a temporary condition. 

The unemployment situation may be 
regarded in much the same way. It is 
indeed a striking and perhaps, to many, 
an unfavorable phase of the readjust- 
ment period. But most of the distress- 
ing features connected with it will be 
materially relieved by the natural 
workings of economic laws. 

We are rapidly approaching the 
threshold of a new year. The process 
of readjustment will probably continue 
well into 1921, but every indication 
points to constructive improvement in 
business conditions generally and to the 
hardware trade in particular. Hard- 
ware is a necessity, and the demand for 
it cannot be reduced beyond a certain 
point. 

Investigation proves that business 
men throughout the country are con- 
servatively optimistic. Confidence has 
been restored to many by the consistent 
progress that has been made in solving 
the complicated problems of business 
readjustment. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Nov. 29, 1920. 

ELATIVE quietness continues to 

prevail as the characteristic 

feature of the New York hard- 
ware market. The Thanksgiving holi- 
day, last week, of course, had more or 
less of a retarding influence to sales. 
Dealers continue to buy with marked 
caution, and in the opinion of many 
authorities, this more or less general, 
hand-to-mouth buying policy will con- 
tinue until after the first of the year 
at least. 

It is worthy to observe, however, that 
this ultra-conservative buying on the 
part of retailers cannot continue for 
any great length of time, because of the 
fact that retail business is remarkably 
active and very few retailers have an 
over-supply of stock on their shelves. 

In view of the fact that the United 
States Steel Corporation has definitely 
decided to maintain its existing selling 
prices, it is highly probably that this 
action will have a tendency, temporarily, 
at least, to minimize price reductions in 
manufactured hardware. In substantia- 
tion of this belief it has been pointed 
out that a number of manufacturers 
have already guaranteed their prices 
against decline for periods extending 
well into 1921. 

It is perhaps pertinent to mention 
that the relative volume of sales in 
the wholesale market in this vicinity 
during November was, generally speak- 
ing, eminently satisfactory, and the 
majority of jobbers entertain the 
opinion that the most troublesome as- 
pects of the readjustment period have 
been successfully met. 

With the approach of the New Year, 
there is a general feeling that business 
conditions will quite materially improve, 
and in support of this belief, spring 
orders that have been received are 
pointed to with a great deal of confident 
conviction. 

Price changes during the past week 
were relatively few. The majority of 
changes are reported herewith in bold 
face type in the body of this report. 

“Syracuse” nail sets are now being 
quoted by some of the local jobbers at 
$1.40 per doz. 

“Q-Cedar” mops are now being 
quoted by some jobbers at 33 1-3 per 
cent discount. 

Iron rivets 25 per cent off. 

Ash Sifters.—The demand for sifters 
is appreciably lessened. Prices continue 
firm and stocks are in fairly good shape. 

Galvanized ash sifters f.o.b. New York, 
12 x 12 in., $2.71 per doz. Rotary ash sift- 
ers, loose, $39 per doz,; crated lots, $42-46 
per doz. 

Bolts and Nuts.—There seems to be 
more optimism about an improvement 
in the production situation for bolts and 
nuts. The local supply is still far from 
ample and prices show no downward 
tendency. <A few special items have 
recently been advanced, as noted here- 
with in bold face type. 
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Common carriage bolts, all sizes, are be- 
ing quoted list net, although some job- 
bers are quoting flat list. Machine bolts, 
all sizes, list less 10 per cent. Stove bolts, 
50, 10 and 5 per cent to 60 and 5 per cent 
Common tire bolts, 40 per eent. Sink 
bolts, 50, 10 and 5 per cent to 65 per cent. 

Hexagon machine screw nuts, iron, 10 
per cent; brass, 4/32 to 8/32 in., 50 per 
cent; 10/32 to 12/32 in., 33% and 5 per 
cent; 14/32 in., 4 per cent. Stove rod, 
25 per cent. Lock washers, 40 per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 40 per cent; % and larger, 40 per 
cent. Lag screws, less 25 


per cent. 
Toggle bolts, steel, bright finish, discount 
of 50 per cent. 


Blind Sets.—Considerable _ interest 

has been manifested recently for these 
articles, and new prices are quoted here- 
with. 
_ Blind sets, New York City style, 
finish, for wood, $66 per 100 sets; same, 
galvanized finish, for wood, $80 per 100 
sets; same, plain finish, for brick, $68.75 
per 100 sets; same, galvanized finish, for 
brick, $82.75 per 100 sets. Surface blind 
hinge, cast iron 1/2 inch when open, $1.65 
per dozen pairs. 

Butts.—Price revisions were made 
recently by some of the local jobbers 
on butts and hinges. Some of the more 
important revisions are quoted here- 
with. 

Narrow steel butts, galvanized, brass pins 
furnished with screws, 1/2 inch, $2.55 per 
dozen pairs; same, 2 inches, $2.65 per dozen 
pairs; same, 4 inches, $9.60 per dozen pairs. 
Broad steel butts, fast joint, galvanized, 
brass pin, 2 x 2 inches, $3.65 per dozen 
pairs; same, 3 x 3 inches, $5.20 per dozen 
pairs; same, 4 x 4 inches, $9.65 per dozen 
pairs. 

Furnace Scoops.—The demand for 
scoops is fairly good, as is natural at 
this time of the year. Stocks are rather 
light and prices consistently firm. 

Furnace scoops, hollow back, black steel 
blade, D and long handle, $10.53 per doz 
Same, riveted back, black blade, Dv 
and long handle, $14.21 per 

Galvanized Ware.—The 
galvanized sheets in this vicinity is 
very light. Deliveries are said to be 
somewhat improved, and some of the 
local jobbers anticipate more satisfac- 
tory business conditions after the first 
of the year. Galvanized tubs and pails 
are not over plentiful, but for that 
matter the demand is not particular 
active. 

Galvanized sheet is 
28 gage, $10 to $11 base 
vanized pails, 8-qt., $5 
$6.65; 16-qt., $8.90; 
heavy, 16-qt., $12 
$16.80; No. 2, $18.60; 
doz. 

Game Traps.—The call for traps this 
year has shown a good deal of insistence 
which is partly attributable to the 
fact that stocks are badly broken and 
because many of the large factories 
are unable to make desirable ship- 
ments. Prevailing prices are 

Jump traps (Blake & Lamb), with chains, 
No. 0, $2 per doz No. 1, per doz 
No. 1%, $4.50 per doz.: No. 2, $7 per doz 
No. 3, $9.47 per doz.; No. 4, $11.07 per doz 

Triumph traps, with chains, No. 10, $1.85 
per doz.; No. 11, $2.15 per doz.: No. 11! 
$3.30 per doz.; No. 12, $4.60 per doz.; No 
13, $7.84 per doz.; No. 14, $9.40 per doz 

Victor traps, No. $1.71 per doz.; with- 
out chains, $1.34 $2.01 per doz 
without chains, $1.52 No. 1%, $3.05 per 
doz.; without chains, No. 3, with 
chains, $7.15 per doz with chains 
$8.60 per doz. No. 1 with chains, 
$2.66 per doz. 

Oneida Jump 


9 
99 
33} 


plain 


steel 


doz. 
supply of 


quoted: 
100 Ib. 
; 10-qt., $5.75; 
heavy, 12-qt., 
Wasl tubs, 


No. 3, $22.05; 


being 
per 


No | # 
all per 


$2.05 


Giant, 


traps, No. 0, with chains, 
$2.37 per doz.;: without chains, $1.75 No 
1, $2.75 per doz.: without chains, $2.12. No 
1%, $4.12 per doz.: without chains, $3.25 
No. 12, with chains, $7.12. No. 91%, with 
chains, $5.25 per doz 


forks, 2 


Hay tines, 5%-ft. handle, plain 
ferrule, $14.11 per doz.; 3 tines, strapped 
ferrule, 5%-ft. handle, $14.75. 
Hatchets.—New quotations are given 
herewith on hatchets, as made recently 
by some of the local jobbers. The pres- 
ent demand is not especially active. 


Shingling hatchets, C. Hammond brand, 
forged Swedish tool steel, tempered, cop- 
per bronzed and polished, selected hickory 
handle, 3!/-in. cut, size Ng. 1, $16.50 per 
dozen; same, Haines pattern, $23 per dozen. 
Half hatchets, same brand, half polished, 
copper bronzed, 3!/2-in. cut, $18.50 per 
dozen. Same, red finished, full polished, 
4-in. cut, $25 per dozen. Boy Scout axes, 
$14.73 per dozen; sheaths for latter, $5.26 
per dozen. Hammond lath hatchet, solid 
crucible steel, milled head, square, weighs 
1 Ib., $26 per doz. Bench axes, insert weld, 
forged high-grade steel, half polished, gold 
bronzed finish, single bevel, select hickory 
handles, 4-in. cut, $21 per dozen; same, 
5-in. cut, $26 per dozen. 

Hammers.—Hammers also are listed 
this week in the category of important 
price changes. The situation in this 
line is rather uncertain. Some of the 
larger factories are reported to be very 
much behind on their production sched- 
ules, while others are rumored to be in 
somewhat of an over-supply condition. 
Local stocks are apparently ample for 
all reasonable demands, with few ex- 
ceptions. 

Tack hammers, cast iron, polished head, 
10-in. handie, with claw, $1.50 per doz. 
Magnetic tack hammer, polished steel, 
horse shoe pattern, magnetized, varnished 
hardwood handle, $5.76 per doz. Shoe ham- 
mer, cast iron japanned, polished face, 
plain handle, $1.65 per doz. Ball Pein 
Machinists hammers, drop forged steel, 
face sides and pein polished, hickory han- 
dies, 4 oz., 6 oz., 8 oz., 12 oz., $13.20 per 
doz. Riveting hammers, drop forged steel, 
hickory handles, 4 oz., $10.40 per doz.- 
7 oz., $10.90 per doz.; 9 oz., $11.40 per doz.; 
1 Ib. 4 oz., $13.40 per doz. Tinners’ ham- 
mers, square, forged steel, hickory handles, 
8 oz., $11.40 per doz.; 12 oz., $11.90 per doz. 

Coffee Mills.—New prices are quoted 
herewith on coffee mills. There is still 
a shortage in some styles and sizes, es- 
pecially for mills with glass hoppers. 
The situation in the glass industry is 
largely responsible for this condition. 

Coffee mills with wooden 
iron hopper, japanned iron crank, $6.60 
per doz. Mill with iron top and hopper, 
dark bronzed, varnished woodwork, size 
6 x 6 x 8 inches, $11.50 per doz. Mill with 
cast iron top, copper tacquered, sliding 
lever, varnished woodwork, size 6 x 6 x 7 
inches, $12.95 per doz. Arcade coffee mills, 
glass hopper, metal parts, japanned, hold 
one Ib. of coffee, $14.85 per doz. Crystal 
coffee milis, glass hopper, metal parts 
japanned, holds one pound of coffee, $18 
per doz. 

Ice Skates.—Christmas buying is in- 
fluencing the demand at the present 
time. There is still a good deal of ap 
prehension in many quarters about pos- 
sible shortages. 

lee kates, runner of ce 
$1.04 per pair; ladic 
hockey kates cast 
plated, $1.40 per pair; 
per pair Hardened 
plated, $1.88 per pair 
Tempered steel blade 
nickel plated, all size Po. ae pe 

Lanterns.—Jobbers’ stocks are re- 
ported to be badly broken, and it is 
generally believed that it will be some 
time before the supply in many sizes 
has been brought back to normal. 
doz \ 
Monarch 
bra 


box, coppered 


malt 
| t 


Hiv-Lo tin interns $9 per 
tin lantern $9.25 per doz.; 
lantern $10.25 per doz Junior 
tern $1S per doz Hlizzard tin 
$14.25 per doz; Tuekeye dash 
$14.25 per doz Roadster wagen 
$18.25 per doz Eureka drivin: 
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plain lens, $19 per 
lanterns, enamel 
perial platform 


doz.; watchman’s mill 
finish, $25 per doz.; Im- 
lanterns, $9.75 each. 

Linseed Oil.—Conjectures can only be 
drawn from the complicated situation 
that prevails in this market. Large 
dealers everywhere in this section are 
more or less depressed because there is 
practically no buying on the present 
falling market. Buyers seem prone to 
hold off indefinitely. Prices drop al- 
most over night, and there is actually 
no stability in the present situation. 
Authorities, however, incline to the be- 
fief that there will be a more consistent 
tone in the oil market shortly after the 
first of the year. 

Prices are for the most part nominal. 
Linseed oil, raw, in car lots, 80c. to 82c. 
per gal. in lots of 5 bbl. or more, 88c. per 
gal. In lots of less than 5 bbl. 91c. per gal. 
Oil in half bbl. 5 cents extra. Boiled extra 
is 2 cents extra, and double boiied oil is 
3 cents extra. 

Nails.—In some quarters it has been 
given out that there are grounds fcr 
hoping that the supply of nails will 
be quite materially improved by the 
early spring. Whether this be true or 
not the present fact remains that the 
local supply is very poor, from any 
point of view. A rumor reported last 
week that some of the independent 
dealers in this section were considering 
the advisability of lowering prices has 
shown no further development, although 
the rumor still persists in many places. 


Current prices pre 


vary considerably. 
prices range from 
For cut nails (whicl 
local market entirely), 
$8.25 to $9.75 base per keg It 
further noted that only small lot 
tainable anywhere in this section, 

Wire brads and nails in 1-lb 
are quoted by local jobbers 60 
cent Quarter lb. papers 
of 60 and 10 per cent. 
25-Ib. boxes, 4D, $10; 6D, 
10D, $9.75; 20D, $9.70 Galvanized roofing 
nails, 1 x 12, $11; plain roofing nails, 1 x 12, 
$9.20 

Naval Stores.—This market is more 
or less affected by the same conditions 
that apparently control the linseed mar- 
ket. The demand has not improved, and 
heavy holders in the market are evidenc- 
ing more and more desire to dispose of 
their stocks. The local price for tur- 
pentine in bbl. is 99c. per gal. All 
rosins are being qoted at $10.75, yard 
basis, with the exception of WW grade 


this 
nai's 
per 
are almost off 
prices range 


vailing in 
For wire 


$6.75 to $8 


section 
the 
keg 
the 
from 
should be 
ob- 


base 


packages 
and 10 per 
take a discount 
Galvanized nails, 


$9.90: &D, $9.80° 


HARDWARE 
1505 Otis 
Chicago, IIL, 
C1OME of the signs of the long looked 
tJ for readjustment in the hardware 
market are appearing. Price reductions 
are becoming more frequent. None of 
these recessions may be regarded as of 
a wide scope but they show a tendency 
of prices to ease off. It is still the 
opinion of the jobber that price changes 
will be of a gradual and nominal char- 
acter. 
3usiness is not as satisfactory as it 
was several weeks ago, this slight slump 
being particularly noticeable during the 
last two weeks, when jobbers and manu- 
facturers have seen certain signs of 
slowing up. Comparisons of sales be- 


Office of AGE, 
Bldg., 


Nov. 24. 
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which is quoted now at $11, yard basis. 


Rope.—The local rope market re- 
mains slack. The recent reduction has 
apparently had little effect on local 
buyers. It is hoped in some quarters 
that there will be further reductions 
before or shortly after the first of the 
year, 

Local quotations are Jute rope No, 1, 17c. 
to 19c.; No. 2, 15c,. to 18c. Jute twine 
wrapping, best grade, 244%c. to 27c. India 
hemp twine, No. 6, 19c. to 2le. Manila 
rope, best grade, 26c. to 26%4c. Hardware 
grade, 23c to 24%c. Bolt rope, 3lc. to 
31144c. Sisal rope, pure, lic. to 19%c. Lath 
yarn, first grade, 17c. to 18c. 

Screws.—Stocks are reported better; 
the demand fairly accurate; prices very 
firm. 

Assorted wood screws, bright, 12c, per 
lb.; dowel screws, 1% in., bright iron, 38c. 
per gross; same, 2 in., 55c. per gross; metal 
side knob screws, iron blued, 38c. per gross; 
Same in brass, 95c. per gross; assorted iron 
set screws, packed in boxes of 50, $1.10 per 
box; same, in boxes of 100, $2.25 per box; 
hexagon head cap screws, assorted in boxes 
of 50, $1.70 per box; same, in boxes of 100, 
$3.50 per box; flat head, bright, 671% per 
cent—15 per cent; same, galvanized, 52% 
per cent—15 per cent; round head iron 
screws, blued, 65 per cent—15 per cent; 
same, nickeled, 55 per cent—15 per cent; 
round head brass screws, 574% per cent 
15 per cent; flat head brass screws, 60 per 
cent—15 per cent; round head _  nickeled 
brass screws, 521% per cent—15 per cent 
machine screws, iron, 50 per cent—10 per 
cent; same, brass, 50 per cent; thumb 
screws, list plus 30 per cent; iron set screws, 
10 per cent. 

Stove Pipe.—Good interest prevails 
for this line at firm prices. 

Stove 
h-in., $4 
doz, lengths 

E‘bows, 4-in., $2.75 per doz. lengths; 414- 
in., $2.95; 5-in., $3.15. 

Shovels.—There is a good demand at 
firm prices, but stocks are said to be 
rather light. 

Maynard pattern No. 2 size, solid socket 
shank, high carbon steel, full polished, 
square and round point, DID handle, $18.94 
per doz. Round point, D and long handles, 
full polished, plain back, No. 2 size, $14.76 
per doz. Same, with square point, $15.71 
per doz 3akers’ shovel, black steel blade, 
riveted back, 6-ft. handle $20.50 per doz. 
Same, with 8-ft. handle, $23.50 per doz. 

Snow Shovels.—Stocks are _ badly 
broken and the touch of cold weather 
recently has slightly invigorated the 
demand. 


doz. lengths; 
6-in., $5 per 


297° 
2o.b0 


pipe, 
> per 


1-in., 
doz. 


per 
lengths; 


Prevailing prices f.o.b. New York, are: 


Two riveted steel snow shovels, 14 x 11%- 
in. blade, $9 per doz.; 2 riveted steel snow 
shovels, x 11%-in. blade, long, square 
handle, 5 per doz. Galvanized, 21% x 
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tween this period and the corresponding 
period of a year ago were slightly un- 
favorable to current sales. It must not 
be inferred, however, that business has 
slumped to an alarming extent. On the 
other hand, it must be admitted that 
there is evidence of lessended buying. 
However, it undoubtedly remains true 
that the hardware market is more for- 
tunately situated than other lines, and 
that the falling off in demand is noth- 
ing as compared with the radical 
changes which have been recorded in 
practically all other merchandise. 
There continues a good holiday busi- 
ness. The retailer is evidently alert 
to the fact that the populace has not 
exhausted its reserves and will be in 
the market actively for Christmas 


15 
$11.2 
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16-in. blade, reinforced straight 
handle, $17 per doz. 

Snow pushers, 24 x 13 x 1%-in., $36 per 
doz.; snow pushers, 30 x 134% x 1%4-in., $40 
per doz. 

Sidewalk Scrapers.—About the same 

conditions hold true of this line as for 
snow shovels. Prices are firm. 
f.o.b. New York, are; 
; 6% x blade, 4-ft. handle, 
$6.25 per doz. Solid shank, extra quality, 
7 x 6 blade, 4-ft. handle, $7.50 per doz. 
Extra heavy socket, 7 x 6 blade, 4-ft 
handle, $10.00 per doz. 

Trowls.—New prices are quoted here- 
with. 

Plasterers finishing trowel, extra thin 
blade, polished handies, fastened with ten 
rivets, 11 inch, $22.70 per doz. Same 11! 
inch, $23.45 per doz. Same with leather 
grip, 10'> inch, $27.00 per doz.; 11 inch, 
$27.70 per doz. Plastering trowel, crucible 
steel, tempered. fastened with seven rivets, 
to long mountings with shield. Handled 
end beveled for thumb rest, 10/2 inch, 
$21.70 per doz. Same, 11 inch, $22.70 per 
doz, Same 11/2 inch, $23.45 per doz. 


Wire Goods.—Interest is not par- 
ticularly active for wire at the present 
time, nor can it be said that local stocks 
are at all plentiful. Prices for the most 
part are very stable, although the fol- 
lowing discount revisions were made 
during the past week by some of the 
local jobbers on bright wire goods, as 
follows: Steel, 80 and 10 per cent; 
brass, 80, 10 and 10 per cent; galvan- 
ized, 66 2-3 per cent. 

Barbed wire is being quoted at $7 per 
100 lb. for both 3 point 4 in. and 4 point 6 
in. Ribbon wire is $8.75 per 100 lb. Twist 
wire, 12 gage, is $7 per 100 Ih. 

Annealed wire, plain, in stones, No. 16 

is $9 per 100 lb.; No. 17 gage, 

100 No. 18 gage, $9.75 per 100 
$10.25; No. 20 gage, $ 
$12.50. Galvanized wire 

stones, No, 16 gage, $11.85 per 100 Ib.; 
17 $12.50; No. 18 gage, $ ; No. 
gage, $14.25; No. 20 $15.25; 

gage, $16 per 100 Ib. 

Dull galvanized screen wire, 12 mesh, 
from New York stock, $3.30 per 100 sq, ft.; 
13 mesh, extra heavy, $5 per 100 sq. ft. 
Bright galvanized wire and copper edge 
(Pearl Wire), 12 mesh, $4.50 per 100 sq. ft.; 
12 mesh, heavy, $6 per 100 sq. ft. Copper 
wire, 14 mesh, $11 per 100 sq. ft. Poultry 
netting, f.o.b. factory is 45 per cent off; 
f.o.b. New York is 35 per cent off 

P. S.—Some of the large linoleum 
manufacturers are reported to have re- 
duced linoleum prices approximately 


12 per cent. 


The United States Fire Mat Co., 
Decatur, IIl., are reported to have re- 
duced their prices on fly swatters 15 
to 20 per cent. 


back, 


Prevailing 
Solid shank, 


prices, 


51 
v4 


gage, 


goods. It seems reasonable to antici- 
pate excellent business from now until 
the first of January, and the wise dealer 
is going to take full advantage of the 
opportunity and have complete stocks in 
silverware, cutlery, home furnishings, 
laundry appliances and similar merchan- 
dise, which always has marked sale 
stimulus during the Christmas buying 
season. 

The announcement of the Steel Cor- 
poration that no price changes will be 
made in the immediate future, and that 
any new prices will be occasioned by 
changed conditions, had a tendency to 
stabilize the whole market. Some evi- 
dences are on hand that the indepen- 
dents are coming more closely to meet- 
ing the Corporation prices on sheets and 














December 2, 1920 


similar material. The trade regards 
Judge Gary’s statement as sure to have 
a wholesome effect on conditions. 

Collections, while not first class, are 
at least ordinarily satisfactory. 

Automobile Accessories — Some re- 
sults of Christmas specifications are 
seen in this field. The sale of lamps, 
gloves, clocks, heaters, horns, etc., 
which make ideal Christmas gifts, has 
been increased during the last week. 
Prices remain about the same. 

Twin cylinder food pumps, $1.25 each; 
Simplex jack, No. 36, $2.10 each: Stewart 
hand horn, $3.50 each; Howe spotlights, 
$3.90 each; Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pair and 33% off in lots of more 
than one dozen pair; Rid-O-Skid chains, 
$2 to $2.65 per pair; inner tubes, red, 30 x 
$4, $2.50 each; gray tubes, 30 x 3%, $2.25 
each; Lyon bumpers, $10.25 each; Bethle- 
hem spark plugs, porcelain type, 36c. to 
58c.; Hercules Giant, 55c. to 60c. each; 
Hercules Junior, 27c. to 35c.; Hel-Fi stand- 
ard plugs, 42c. to 52c. each; Hel-Fi tractor 
special, 83c. to 97c. each; A. C. Titan plugs, 


58c. each; A. C. Cico plugs, 48c. each; 
Champion X plugs, 62c. each; Champion © 
plugs, 62c. each; Champion Heavy Duty, 


73c, each; Splitdorf plugs, 70c. to 78c. each; 
United plugs, junior, 40c. each. 


Axes—There has been a recession of 
about $1 per doz. in prices on axes. 
Production shows improvement and de- 
liveries are correspondingly better. It 
is not likely there will be any further 
price reductions for some weeks to 


come. 

We quote from jobbers’ stocks f.o.b. 
Chicago: Single bitted, first quality, black 
axes, 3 lb. to 4 Ib., $16.50 base; double 
bitted, unhandled, first quality axes, $22 
base. 

Alarm Clocks—Holiday business in 
alarm clocks has been exceptionally 


strong. Manufacturers are doing all in 
their power to speed up commitments, 
and some jobbers will receive their De- 
cember allotments late this month and 
be in a position to get them out to the 
trade in time for holiday demands. The 
price situation remains very strong. 

Ash Sifters—The situation remains 
quite firm in price, while the demand 
is very good. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire cloth hand barrel 
sifters, $4.50 per doz.; galvanized rotary 
barrel sifter, $39 per doz. 

Builders’ Hardware—Some finishes in 
builders’ hardware have taken a slight 
advance due to the fact that manufac- 
turers’ facilities are such that japanned 
finishes cannot be provided at as little 
expense as lemon brass and some of the 
other standard finishes. Trade in this 
division of the hardware field is natur- 
ally light at this time. 
on cotton 
have taken some 
The active season 


Cotton Gloves — Prices 
gloves and mittens 
very sharp declines. 
is about over with, and jobbers in all 
fields are reducing their stocks and 
cleaning up odds and ends. Some of 
these changes should not be thought of 
as reflecting general conditions, but are 
special sales to take care of a desire to 
clean up. 

Chains—There are rumors of slight 
reductions in the prices of chains, but 
no new quotation has come through. 
Stocks are in fairly good shape, and 
the demand is only ordinary. 


Cutlery—Business continues especial- 
The mar- 


ly good in all lines of cutlery. 
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ket remains in a condition of decided 


undersupply. Retailers have placed 
heavy requisitions for the holiday trade 
and are still clamoring for goods. 


Pocket knives, particularly in the bet- 
ter grades of stag and bone handles and 
in pearl handles, are decidedly short. 
Shaving material of all kinds is in very 
active demand. One large jobber has 
never experienced such heavy business 
in razor blades as now. Silverware is 
also a strong item, while carving sets 
are almost wholly exhausted from the 
strong Thanksgiving buying. As for 
some time past, prices remain very firm 
with positively no indication of any 
early reduction. 

Eave Troughs and Conductor Pipes— 
New prices are out on eave troughs and 
conductor pipes, and these quotations 
are for either immediate shipment or 
spring delivery. Of course, there is very 
little demand for this material now, but 
with the new prices issued it is ex- 
pected that there will be a large volume 
of future orders. 

We quote from 

-vage ap 


Chicago: 2¢ 4 
$7.85 per 100 ft 


f.o.b 


trough 


jobbers’ stock 


joint eave 


Se mm. 29-gage corrugated 
conductor pipe, 3 in., $8.40 per 100 ft.; 29- 
gage corrugated conductor elbows, 3 in., 


$2.16 per doz. 

Flint and Garnet Paper—Reductions 
have been made on flint paper which 
practically amount to 15 per cent less 
than the former price. The discounts 
change from 30 per cent off to 20, 10, 
10 and 10 per cent off. Business is quite 
satisfactory in this department. 


We quote from jobbers’ stock  f.o.b 
Chicago: Flint paper, 20, 10, 10, 10 per cent 
off list; garnet paper net list and emery 
paper list plus 5 per cent. 


Files — The situation remains un- 
changed in files with stocks in satisfac- 
tory condition, and the normal amount 
of business being recorded and no in- 
dications of any early price change. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Nicholson files, 40-10-5 per cent 
discount; New American, 50-10. per cent 
discount; Disston, 50 per cent discount; 


Black Diamond, 40-10 per cent discount 

Furnace Scoops—There is a continu- 
ance of the lively demand for furnace 
scoops with something of a shortage in 
the market and no price change. 

We quote from jobbers’ 
Chicago: Hollow black furnace 
per doz.; riveted black furnace 
per doz. 


f.o.b 
$11 


scoops, $1b 


stocks, 


Scoops, 


Galvanized Ware—At this season 
there is a good movement for galvan- 
ized ware. It is true that there are 
many special offerings being made by 
concerns who feel that they are over- 
stocked in some lines. For instance one 
large southern jobber is making a spe- 
cial price concession on No. 2 and 3% 
tubs, while a Chicago concern is mak- 
ing its reductions on No. 0 and No. 1 
tubs, showing that, while the general 
market situation is firm, jobbers are 
reducing stocks and their 
varying their particular 
seems to justify. There seems 
good demand for wash-boilers, dish-pans 
and galvanized pails of all kinds, while 
oil cans are also moving rather rapidly. 
Some concerns are taking on 
dairy and strainer pails, subject to any 
price decline which may be made up to 
date of delivery. 
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to be a 
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Glass—Business is practically at a 
stand-still in glass. Production is mak- 
ing some gains on demand, and some 
stocks are being accumulated. The price 
situation remains the same. 


We quote from jobbers’ stocks, f.o.b 
Chicago: Single strength A, all sizes, 77 
per cent off; single strength B, first three 
brackets, 77 per cent off: all sizes, double 
strength A, 75 per cent off; putty in 100-Ib 
kits, $4.25; glaziers’ points, No. 1, No. 2 and 
No. 3, 1 doz. to package, 65c. per package 


Handles, Wood—Manufacturers have 
not yet conceded the contention of the 
jobber that prices should be lowered 
upon this class of merchandise. So there 
are no changes in price to report. The 
supply situation is improved, and all 
numbers may now be had in reasonable 
amounts. 





We quote from jobbers’ stocks, f.o.b 
Chicago oO ickory axe handles, $4 per 
doz.; No. 2, $3 per doz.; second growth 
hickory axe handles, $6.30 per doz.; extra 
quality hickory axe handles, $5 per doz 
No. 1 hatchet and hammer handles, S5e. per 
doz.; second growth hickory hatchet and 
hammer handles, $1.60 per doz 


Hose—Very little of this material is 
moving at the present time, and the 
new prices which have been looked for 
have not been announced. 


Hods, Coal—Only one Chicago jobber 
has any stock of hods, and naturally he 
is doing a very brisk business in this 
seasonable item. The general situation 
shows that hods are scarce, and the 
price tendency seems to be very strong. 

We quote from jobbers’ stocks f.o.b. 
Chicago: Japanned open hods 17 in., $5.35; 


18 in., $5.90; japanned funnel hods, 17 in., 
$6.75 per doz.; 18 in., $7 per doz.; galvanized 





open hods, 17 in., $8.20 per doz.; 18 in., 
$8.40 per doz.; galvanized funnel hods, 17 
in., $10.10 per doz. 18 in., $10.95 per doz. 


Ice Skates—There is every indication 
that ice skates will be radically short by 
the time the season begins. Jobbers 
have shipped out practically all of their 
stocks and have no very good prospects 
of being able to replenish them. The 
price situation, in the face of a strong 
demand, remains very strong. The pros- 
pects are no new price will be made for 
this season. 


We f.o.b. 


$1.35 


jobbers’ stocks, 
Chicage: Cast steel skates, $1.05 to 
per pair; hockey $1.45 to per 
pair; hardened steel blades nickeled skates, 
$1.99 to $2.50 per pair; tempered steel 
blades, extra polished, full nickel plated, 
$2.75 to $2.90 per pair. 

Lanterns—New prices quoted here on 
lanterns are a revision made by Chicago 
interests to place their price in line with 
those of competitors, and while it shows 
an upward trend, the general market 
situation is quite the same. 

We ( 
Chicago: C¢ 
lar, $7.90 4 
Competitior 


Nuts and Bolts.—While manufactur 


quote from 


Kates, S1L.90 


quote from jobber ston ob 


mmpetition lanterr No 
las Ny ? tub ul 


lanterns, $10 





} , 
aoz 


ers continue to hold out promises of 
early relief in the situation, there is no 
marked improvement in the supply of 
nuts and bolts, particularly in the 
smaller sizes. The price situation re- 
mains unchanged. 


heen recor ded 


Nails—What 
of nuts and bolts applies equally well to 


has just 
ails. There are strong promises of re- 
ief of the but no 
stocks have been built up, and current 
demand is taking care of current pro- 
duction. The price situation is firm. 


! 
| situation, reserve 
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We quote 
Chicago: 
$4.45. 

Rope—New prices showing a decline 
of about 3c. per lb. have been recorded 
on manila and sisal rope. These changes 
are quite a radical reduction and should 
stimulate business, which has_ been 
rather slow in rope. 


We quote from 
Chicago: No. 1 
brands and full oom 
2 manila rope, 24% 
rope, full coil, 16% c.: 
14%,c. per lb.; No. 8 
per lb. 

Paints and Oils—Continued declines 
in linseed oil are noted. The new price 
reaching a low level of $1 per gallon 
raw in one to four barrels and 95c. per 
gallon in five barrel lots. Turpentine 
is also off, and there is a slight decline 
in denatured alcohol. 

We quote from jobbers’ 
Chicago: Pure boiled 
gal., one to four barrels; five barrels or 
more, 95c. per gal. Boiled linseed oil, $1.02 
per gal., one to four barrels, 97c. per gal. 
in five barrel lots. Strictly pure turpentine 
in barrels, $1.25 per gal. Denatured alco- 
hol in barrels, 90c. per gal. Strictly pure 
white lead, in 100 lb. kegs, per Ib., 14 c. 

Steel Sheets—There has been a de- 
cline in prices on steel sheets, and still 
further recessions are looked for by the 
trade. The supply is considerably bet- 
ter than it was. 

We quote from jobbers’ 
Chicago: 28-gage galvanized 
per 100 lb.; 28-gage black 
100 lb 


stocks, f.o.b. 
nails per keg base, 


from jobbers’ 
Common wire 


stocks f.o.b. 
rope, standard 
25%c. per lb.; No 
per Ib.; No. 1 sisal 
‘ y sisal rope, 


No. 2 
sisal rope, 12%4¢ 


jobbers’ 
manila 


stocks f.o.b. 
linseed oil, $1.00 per 


stocks f.o.b. 
sheets, $8.60 
sheets, $9 per 


Office of HARDWARE AGE, 
512 Tremont Building, 


Boston, Nov. 27, 1920. 


HERE has been a decided slowing 

up of demand by retailers in the 
New England territory, due to local 
conditions. Hardly without exception 
the heavy hardware houses report a 
pronounced slump in business. That 
statement not only applies to going 
business, but to goods on order as 
well. In the meantime, shipments from 
mills and factories have shown a 
healthy increase, while offerings of 
most things carried by the heavy hard- 
ware jobbers are made at concessions 
by so-called brokers. Machine-tool 
builders and other metal working con- 
cerns are offering iron, steel and small 
tools at reduced prices, thereby creating 
competition which sometimes is hard to 
meet. Some of the mills have repriced 
contracts in an effort to make it easier 
for the jobber. 

With the trend of business downward, 
there has come the first really concerted 
decline in prices. Such staple things as 
iron, steel, machine bolts, nuts, wash- 
ers, cut nails, galvanized tubs and pails 
and copper rivets have all suffered 
slight declines since last reports, and 
it is strongly intimated that other 
items of this nature will have been re- 
duced in price by the jobbers here be- 
fore December 1. In addition there 
have been very few advances. Reasons 
for these price revisions are many, but 
mainly because the producers them- 
selves have strongly hinted changes in 
their lists are coming or because some 
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Solder—Prices have been reduced on 
solder, but the market seems to have 
steadied since last reductions and is 
holding quite firm at this time. 

We stock f.o.b. 
Chicago: solder in full 
cases, 27e. less than case lots, 29c. 
per lb. 

Stove Boards—Stocks are somewhat 
depleted in stove boards, and the de- 
mand continues quite strong. 

We 


quote from jobbers’ 
Warranted 50/50 
per lb; 


quote from jobbers’ stocks f.o.b. 
Chicago: Wood lined crystal stove boards, 
24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.: 28 x 28, $18.85. per doz.; 30 x 30, $21.30 
per doz.; 33 x 33, $25.50 per doz.; 36 x 36, 
$30.50 per doz. 

Stove Pipes—Stocks are still low, and 
it is with difficulty that jobbers are 
able to meet the demand which is quite 
general with this material. 

Screws—tThe stocks in screws remain 
about as short as ever, sizes of a small 
nature being in particular want. One 
jobber says that he is out of about half 
the number. 

Sporting Goods—Some demand is be- 
ing felt for hockey material and winter 
hunting needs.. Manufacturers seem 
agreed that there will be no reduction 
in the prices of fire-arms for the pres- 
ent. 


Toys—Practically all of the heavy 
business in toys is over, and the orders 
now being received are simply to com- 
plete stock. All indications point to an 
excellent season. 


BOSTON 


firms hope by lowering quotations to 
reduce inventories between now and 
Jan. 1, purely as a tax saving proposi- 
tion. 


Ammunition.—There has been a de- 
cline of 15c. a bag in local jobbing quo- 
tations on drop shot and air rifle shot, 
in tubes, is proportionately lower. Some 
of the retail hardware dealers antici- 
pate a drop in prices on loaded shells. 
The Remington Arms Co. recently is- 
sued a notice to the effect that they will 
guarantee prices on their product until 
March 31, 1921. The notice of this 
guarantee also contained an expression 
of belief by the management that prices 
would not be lower during 1921. No 
advance has been made in this product 
since December, 1917, and the Reming- 
ton Arms Co. appears to be justified in 
anticipating no price revisions within 
the near future. 

We from jobbers’ stocks: Drop 
than B, $2.45 per bag; B and 

bag; air rifle shot, in tubes, 
$4.60 per case. 


quote 
shot, smaller 
larger, $2.70 a 
100 tubes to the 

Bolts and Nuts.—A general revision 
of local jobbing quotations on machine 
bolts, bolt ends, tap bolts and common 
carriage bolts, amounting to 10 to 15 
per cent, has been made since last re- 
ports, and all kinds of H. P. and C. P. C 
& T. nuts are Ic. lower. These changes 
are based on an anticipated revision in 
manufacturers’ lists and the definite ac- 
cumulation of local stocks. The market 
for semi-finished nuts and finished case- 
hardened nuts is decidedly unsettled and 
it is intimated that prices are likely to 
decline almost any minute. 


case, 


December 2, 1920 


Washing Machines—There has been 
no change in the price of washing ma- 
chines. The demand for this class of 
goods is. excellent. Practically all 
manufacturers are in a position to make 
large deliveries immediately upon re- 
ceipt of the business. 


Wire Products—While the general 
price on wire cloth remains at $2.50, it 
is true that many jobbers are making 
special concessions to get future busi- 
ness. Quotations of $2.35 per 100 ft. 
have been made by one Chicago concern, 
and another institution is booking all 
the business it can secure at $2.25, 
while it is reported that in other centers 
sales are being made at $2.30. There 
is a good future business in this mate- 
rial. In fact, all wire goods are moving 
well, 

We 
Chicago: 


quote from jobbers’ stocks f.o.b 
Black painted wire cloth, 12 mesh, 
$2.50 per 100 sq. ft. Orders will be ac- 
cepted at this price to be shipped after 
Jan. 1 and to carry March 1 dating. Poul- 
try netting galvanized before weaving, 50 
per cent off; galvanized after weaving, 45 
per cent off. The above prices are for 
direct factory shipment after Jan. 1 and to 
carry March 1 dating. Poultry netting from 
jobbers’ stocks, no dating, galvanized be- 
fore weaving, 40-10 per cent off; galvnaized 
after weaving 40 per cent off; 100-lb. spool 
galvanized cattle wire, $4.35 per spool; 80- 
rod spool galvanized hog wire, $4.65 per 
spool; 100-lb. spool galvanized hog wire, 
$5.30 per 100 Ib.; No. 8 black annealed wire, 
$4.45 per 100 lb.; No. 8 galvanized plain 
wire, $5.15 per 100 Ib. 


Machine 
list; bolt 


We 
bolts 


quote from jobbers’ stocks: 
with H. P. nuts, all sizes, 
ends with H. P. nuts, list net; machine 
bolts with C. & T. nuts, all sizes, list plus 
10 per cent; tap bolts, list plus 20 per cent; 
common carriage bolts, all sizes, list plus 
10 per cent; stove bolts, larger lots, 50 per 
cent; smaller lots, 40 per cent; nuts, H. P. 
square blank and square tapped, hexagon 
blank and tapped, list plus 4c.; C. P. 

T. square blank and tapped, hexagon plank, 
list plus 5c.; extras of lc. to 5c. per lb. are 
charged for less than keg lots. Semi- 
finished hexagon nuts, ;-in. and smaller, 

20 per cent; %-in. and larger, 20 per cent; 
finished case hardened nuts, 20 per cent. 

Bottles—Although the jobbers are 
receiving holiday orders for vacuum 
bottles, they admit that business has 
dropped somewhat since last reports. 
Local stocks, however, are not exces- 
sive and for that reason hardware in- 
terests are not disturbed by the de- 
cline in the demand. 

We quote 
bottle, brown 
quarts, $5.25 
quarts, 
quarts, $ 
Ferrostat 


from jobbers’ stocks: Thermos 
steel case, pints, $3.25 list; 
Corrugated nickel, pints, $4.50; 

smooth nickel, pints, $5; 

». Discount 25 and 10 per cent 
pints, black finish, $7.50; leather 
finish, $8; quarts, black finish, $10; 2-qt. 
$15; quarts, leather finish, $11; 2-qt. $16. 
Discount 30 per cent. 

Hot Water Bottles.—Palco, No. 2, $3 each 
list: No. 8, $4.50; discount, 3314 per cent; 
Cello, Bostonia, 3 pt., $1.25 each net; Genu- 
ine, No. 200, $2.10; No. 250, $2.45; No. 300. 
$3.50. 

Jugs.—Ferrostat, 1 qt. No. 404, Verde 
copper finish, $14 each, less 30 per cent dis- 
count, 


Chain.—Local quotations on proof 
coil, self colored chain apparently are 
as strong as ever, due to the fact that 
local stocks are small. This branch of 
the heavy hardware business is one of 
the least disturbed at present, the de- 
mand for chain holding up remarkably 
well. 





December 2, 1920 


We ‘quote from jobbers’ stock: Proof coil 
self-colored chain in ¢ ask lots, fs in., $16.95 
per 100 lb.; % in., 5.75; Ys in., $13.55; % 
in., $11.65; 7 in., $11. % in., $11. 05; 5% in., 
310.60: % in., $10. 45; $9.95; 1% in. and 
1% in., $9.40, iertves for BB, BBB, twist 
ind long link chain, 


Clothes Line——A general drop of 
about 5 per cent in the wholesale mar- 
ket for cotton clothes line is noted. 
This revision in price is in keeping with 
that recently announced on sash cord, 
ete. 

Coaster Wagons.—The slight increase 
in the demand for coaster wagons noted 
a week ago appears to have evaporated, 
the market to-day being extremely 
quiet. Rumors of a downward revision 
in prices have been circulated here, but 
as far as can be learned there seems to 
be no foundation for them. 

We quote from jobbers’ stocks: 331% 
cent discount; from manufacturers’ 
in full crates, 40 per cent discount. 

Cooking Ware (Glass).—As com- 
pared with many other things in the 
hardware market, the demand for this 
class of merchandise is holding up re- 
markably well, but it is a fact, never- 
theless, that it is less than it was a 
fortnight ago. At the moment there 
appears to be a run on Pyrex house- 
hold sets, which consist of one casserole, 
two pie plates and a bread pan, which 
are retailed for $5. Jobbers have not, 
in all instances, been able to secure 
these sets. 

We quote from jobbers’ stocks: Casseroles, 
rounds, 1-qt., $1.75 each; 1%-qt., $2 each; 
2-qt., $2.50 each. Baking dishes, uncovered, 
1-qt.. $1 each; 1144-qt., $1.25 each; 2-qt., $1.50 
each. Pie plates, 90c. to $1 each. Cake 
dishes, 90c. each. Bread pans, $1 to $1.75 
each. Custard cups, 25¢c. to 35c. each. 
Ramekins, 20c. each. Jobbers’ terms are 
30 per cent off list. 

Drills and Reamers.—According to 
the common talk in mill supply circles, 
the recent revision in prices on drills 
and reamers has not improved business. 
According to stories heard here, the 
marking down of prices by some of the 
manufacturers has encouraged price 
cutting by certain distributing interests, 
who either had large stocks or who had 
been able to pick up odd lots at auction 
sales or from manufacturing concerns 
anxious to reduce inventories as much 
as possible before Jan. 1.. Competition 
from such sources has created a feel- 
ing in local wholesale circles that pos- 
sibly some steps may have to be taken 
to meet it. In fact, it is intimated that 
a change in local quotations may be 
made within a week. 


We quote from jobbers’ stocks: Carbon 
drills, sizes up to 1% in., straight shank, 40 
per cent discount: bit stock drills, 40 per 
cent discount; center drills, 40 per cent dis- 
count; drills and countersinks combined 
list; ratchet drills, list; wood boring brace 
drills, 40 per cent discount: high speed 
drills, price on application; all other kinds 
10 per cent discount. 

Electrical Goods.—This branch of the 
shelf hardware business has been hit in 
the recent slackening of business. Co- 
incident with the decrease in business 
there has been a freer movement of new 
goods from the manufacturers. 

We quote from jobbers’ stocks: Irons, 
Hotpoint, 30 per cent discount; Domanco, 

25 each: Sheldon, $4.55 each; Universal, 

21, $8 list: No. 901, $10; No. 9051, $9.50; 
No. 905, $8.50; discount, 25 and 10 per cent. 

Heaters. —Hotpoint, 30 per cent dise ount: 
Universal, No. 9952, sunburst type, $12 

list; discount, 25 and 10 per cent. 


per 
stocks, 
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No. 9166, 
discount, 25 


patterns, 


Percolators.—Coffee, Universal 
$28.50 each; No. 9169, $31 each; 
and 10 per cent: discontinued 
$18.50 each list and higher. 

Toasters.—Universal, No. 
No. 945, $9.75 list each; discount, 
per cent. 

Grills.—Universal, No. 984, $15 list each; 
No. 982, $12.50; discount 25 and 10 per cent 

Heat Pads.—Universal, No. 9940, $13.40 
list each; discount, 25 and 10 per cent. 

Curling lrons.—Universal, with comb, No. 
99011, $8 list each; discount, 25 and 10 per 
cent. 

Ranges.—Two-burner, with grill and oven, 
No. 9688, $38.50 each; discount 25 and 10 per 
cent. 

Fire Extinguishers—Some of the 
local jobbers are presenting fire extin- 
guishers to the retail hardware trade 
as a holiday proposition, laying stress 
on the fact that they can be used in 
the home as well as on the automobile. 
As a result of this campaign there has 
been a noticeable increase in sales dur- 
ing the past week or so. 

We quote from 
fire extinguishers, 
more, $7.50 each 


Galvanized Ware.—Local quotations 
on galvanized pails and tubs have been 
reduced, and it is intimated that those 
on other goods in this classification are 
none too steady. Stocks here are larger 
than they have been before in some 
time, and the retail hardware trade con- 
tinues to buy in a hand-to-mouth man- 
ner. 


We quote from jobbers’ stocks: 

Ash Cans.—Galvanized, with three stays, 
17 x 26 in., $4.40 each; 18 x 26 in., $6.30 
each. 

Coal Hods.—Japanned, with wood handle, 
15-in., $4.80 per doz.; 16-in., $5.15; 17-in., 
$5.73; galvanized, with wood he indies, 15-in., 
$7.30 per doz.; 16-in., $8.08; 17-in., $8.71; 
18-in., $9.50. 

Pails.—Hight- -quart, 
$4.80; 12-qt., 
pails, 40 Ib. 
dozen, $9.92. 

Tubs.—Galvanized, 
doz.; No. 300, $24.80. 

Garbage Cans.—Galvanized, 
per doz.; No. 2, $1.76; No. 4, $1 


Hack Saws.—Business in hack saws 
has dropped to small proportions and 
the jobbers here are meeting competi- 
tion from people who have bought odd 
lots at prices considerably under the 
market. People who ought to know 
feel that local quotations will have to 
be revised within the near future. 

We 
Saws, 
count. 

Iron and Steel.—The market for iron 
and steel is decidedly unsettled. Some 
of the jobbers have reduced prices on 
steel but maintained those on _ iron. 
Others have reduced prices on both. 
Mills are shipping fresh stock into New 
England quite freely now. At the same 
time the demand has fallen off notice- 
ably, and there is a considerable ton- 
nage of steel offered by brokers who 
have picked up lots from machine-tool 
builders and other manufacturers of 
equipment. Jobbers have resumed 
quantity differentials. 


946, $8.50 list; 
25 and 10 


jobbers’ 
$8 each; in 


stocks: Pyrene 
lots of six or 


$4.24 per doz.; 10-qt., 
14-qt., $5.90; heavier 
$7.70; 50 lb. to the 


5.26; 
to the dozen, 


No. 200, $22.25 per 


$2.46 


No. 1, 
.34 


Hack 
dis- 


stocks: 
per cent 


quote from 
one gross or 


jobbers’ 
more, 25 


We quote from jobbers’ stocks 

lron.—Refined, $4.65 per 100 Ib 
6-in, Wide, $5.65 best refined 
Wayne, $9; band iron, $5.50; hoop 
Norway, $15. 

Steel.—Soft steel bars, $4.15 per 100 Ib. 
base: flats, $4.65 to $5; coné¢rete bars, plain, 
$4.15; twisted, $4.40; angles, channels and 
beams, $4.15; tire steel, $5.50 to $6; open- 
hearth spring steel, $8.50; crucible spring 
steel, $14; steel bands, $5.50 to $6.25; steel 


base: Ovel 
iron, $7 
iron, $5; 
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hoops, $8; co'd rolled steel, $7 to $9.50; toe 
calk steel, $7. 

Quantity differentials, 
of a size, 35e. per 100 Ib.; 
1999 lb. of a size, 15c, 


Kettles.—The market here on copper 
tea kettles has declined approximately 
714 per cent. 

Nails.—The market 
weaker, the base price being 75c. per 
keg lower than it was a week ago. 
Wire nail prices are unchanged, at $4.75 
base. Both wire and cut nails are com- 
ing forward from the mills more freely 
but by no means plentifully, and it is 
extremely doubtful if all retail orders 
on the books of local jobbers can be 
filled for some time. The supply of gal- 
vanized nails is fairly good, due to the 
fact that jobbers are getting supplies 
from Connecticut rather than from the 
Pittsburgh district. 

We quote 
per keg, $ 


standard 
per keg 


lots under 1000 Ib. 
lots 1000 lb. to 


on cut nails is 


Wire nails, 


from jobbers’ stocks: 
.75 base: coated wire nails 

100 Ib. kee base: cut nails, 
base, with the Tremont se hedule 
extras; galvanized nails, $12 per keg base 


Paste.—Local jobbing quotations on 
photographic paste and mucilage have 
been reduced all of 10 per cent follow- 
ing the similar reduction in manufac- 
turers’ lists. 

Pike Goods.—In contrast with the 
general trend on hardware values there 
has been an advance of approximately 
10 per cent in the prices on Pike Mfg. 
Co. carving knife sharpeners. 

Poultry Netting. — New  season’s 
prices on poultry netting have been es- 
tablished. They are as follows: 


We quote from jobbers’ stocks: Poultry 
netting, from the store, 35 per cent discount 
f.o.b. Boston; from the factory, 40 per cent 
discount, f.o.b. Pittsburgh. 


Rivets.—There has been a _ general 
downward revision on local jobbers’ 
quotations on copper rivets and burrs. 
The market on iron rivets is unsettled. 
During the past month or so there has 
been quite an accumulation of stocks, 
and because the demand has dropped 
to small proportions it is intimated 
here in well informed circles that a 
downward revision in prices is in the 
making. 

We 
iron, 


stocks Rivets, 


from jobbers 
structural, 


small, 20 per cent discount; 
fu'l keg, $8.15 per 100-Ib. base. 


Roofing Paper.—Following the de- 
cline in felt tarred papers to $87 a ton, 
as noted a week ago, there has been a 
corresponding drop in the market for 
most all other kinds of roofing paper. 
Usually at this time of the year there 
is brisk call for this product, but busi- 
ness so far this season has been dis- 
appointing. Local supplies are such 
that prompt shipment can be made. 

Screws.—The decline in coach screws 
noted last week created a general im- 
pression here that cap and set screws 
are due for a drop in price. Certain it 
is that the supply of the latter is con- 
siderably larger than it was on Nov. 1, 
while the demand has tapered off mate- 
rially. The screw supply situ- 
ation has improved further, although 
smoe of the manufacturers still profess 
to have difficulty in securing raw mate- 
rial. 

We 


screws, 


quote 


wood 


Wood 
dis- 


lists 
per cent 


jobbers’ 
67% 


from 
head bright, 


quote 
flat 
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count; flat 
discount; 
discount; 


head blued, 67%4 and 5 per cent 
round head blued, 65 per cent 
flat head brass, 60 per cent dis- 
count; round head brass, 57% per cent dis- 
count; flat head brass plated, 62% per cent 
discount; round head nickeled, 55 per cent 
discount; flat head nickeled, 55 per cent dis- 
count; flat head galvanized, 5244 per cent 
discount, 

Coach 
secre 


screws, 25 
ws, 25 per cent 
square and he xagon, 
discount; fillister, list 
count; flat and round 
cent discount; iron machine screws, flat 
and round head, 40 per cent discount; 
fillister, 30 per cent discount; flat and round 
head brass. 30 per cent discount; fillister 25 
per cent discount. 

Sinks.—The market on common iron 
sinks has advanced approximately 10 
per cent. The demand for sinks is nor- 
mal but the supply is adequate for all 
requirements. 

We quote from jobbers’ stocks 
iron sinks, 2% ft., $4.20 net; 3 ft 
ft., $6.04; 4 ft., $7.80. 

Sleds.—The market for sleds has not 
been influenced by the general trend 
of business in hardware circles. This is 
due to the fact that jobbers some time 
ago sold practically everything they had 
on order, and these sleds are being 
shippéd out to the retail hardware 
trade fast as the jobber receives 
them from the manufacturers. 

We 
Fliers, No 
$4.34; No 
Junior 
jobbers’ 
line. 

Toys.—The market for toys is un- 
changed. Goods ordered by the usually 
2arly buyers have been shipped by the 
jobbers, consequently local stocks are 
relatively small. The wholesale dis- 
tributors are now waiting to see what 
the usually late hardware buyers are 
going to do. In the ineantime prices 
apparently are just as strong as ever. 

Wwe 
No. 1, 


per cent discount; set 
discount; cap screws 
list, also 20 per cent 
plus 10 per cent dis- 
cap, list plus 25 per 


Common 
$4.80; 314 


oY 


as 


jobbers’ stock 
No. 2, 


from 
, $2.84 each; 
4, $4.67; No 
Racer $2.67 


stocks is 40 per cent 


quote 

Race of ¥ 
discount 
on the 


from 
Paris 


quote from jobbers’ stocks: Erectors, 
$1.34 each: No. 2, $2.45; No. 3, $3.67; 
No. 6, $37; No. 7, $19; amateur wireless gets, 
No. 4004, $5.25; No, 4005, $10.50; soldering 
outfits, $1 each; better outfits, $2; designer 
and toy maker, No. 8001, $1 each; No. 8002, 


$1.67 
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Motors.—No. P52 (two terminal batter- 
ies), $1.05 each; No. P54 (reverse motor), 
$3.10; No. P58 (four terminal batterics), 
$1.58; No P60C (transformer), $5.25. 

Tool Chests.—No. 705, $2.45 each; No. 710, 
$2.50; No. 715, $5.25. The other numbers 
range in price from $7 to $35 each. 

Twine.—Local jobbing quotations on 
cotton twine and marlin have been 
marked down fully 10 per cent follow- 
ing a corresponding cut in manufac- 
turers’ lists. The revision in twine has 
been made possible by the recent course 
of the raw cotton market. Jobbers say 
that the demand for cotton twine is 
normal, as are stocks. 


We quote from jobbers’ stocks: 
vises, to dealers, net list; Columbia, 
cent discount. 


Washers.—The local market on wash- 
ers has been reduced 1c. throughout. 
The change in price is based on con- 
stantly increasing stocks and decreas- 
ing demand. 

We 
washers, 


Solid box 
10 per 


from 


quote 
%-in,. and 


jobbers’ stocks: Cut 
smaller, 5c per lIb.; 
larger 4c. per lb.; cut washers, 200-lb. kegs 
list Jess 1c.; malleable washers, 13c. per Ib. 

Wheel Toys.—The call for wheel toys 
is about the same as last reported. 
Most of the trade have already bought 
to cover the holiday trade. 


We quote from jobbers’ 
Kars in less than gross lots; No 
doz.; No. 2, $20 per doz.; N 
doz.; No. 4, $28 per doz.; No. 5 
trailers, $14 per doz. In gross lots or more, 
10 per cent off list. 

Wrenches.—The market is quiet. 
Prices are unchanged, but one hears 
rumors of offerings made at conces- 
sion. It is only fair to state here that 
it is difficult to put your finger on a 
concrete case where actual price reduc- 
tions have resulted in sales. From a 
hardware standpoint the market ap- 
pears to be in a waiting attitude. 

We quote from 
and Trimo pipe 
list, 40 and 10 per cent discount; Coes 
wrenches, large lots, 25 per cent discount; 
small lots, 10 per cent discount; drop forged 
wrenches, 20 per cent discount; Westcott’s 
wrenches, net list; agricultural wrenches, 
25 per cent discount. 


stocks: Kiddie 


Stillson 
and parts, new 


jobbers’ stocks: 


wrenches 
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)y USINESS in retail hardware lines 
generally continues good with re- 
tail merchants, although a few report 
some falling off. These attribute the 
slackening in sales to the fact that 
some buyers have assumed the attitude 
to hardware that they have 
toward purchases in other lines of 
merchandise—that they will buy only 
what they must while waiting for prices 
to go lower. However, the hardware 
trade is not seriously affected by this 
disposition of the buying public. 


in respect 


Retail merchants are buying liberally 
of Christma including children’s 
electrical goods, etc., and look 
for a heavy holiday trade. Some holi- 
day sales are already being made. With 
a generally satisfactory year, many of 
the retailers report that their 1920 sales 
will exceed those of last year. 


goods, 


vehicle 9 


Jobbing houses report a good volume 


of although orders are not 


business, 


quite as brisk as a few weeks ago. Buy- 
ing of seasonable merchandise for next 
spring has fallen off, as most retailers 
have already placed orders for spring 
goods. Some cautious merchants are 
deferring their buying for spring ex- 
cept for items on which prices are 
guaranteed against decline, but others 
continue to buy freely and are keeping 
their stocks in good shape. These 
figure that it will be better policy to 
have goods in stock so that they can- 
not lose sales, even if they should have 
to readjust prices on some of their 
merchandise later. Lower prices were 
named during the week on a few items. 
However, the trade does not look for 
sharp or rapid decline. 

“Aluminum Ware.—The demand for 
aluminum ware has increased, owing 
to some early holiday sales. The supply 
is fairly plentiful, although some manu- 
facturers are a little slow on deliveries. 

Automobile Tires and Accessories.— 
Most of the tire manufacturers in 
Akron have now reduced prices, but 
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lower prices have not stimulated the 
demand to any extent. There is a 
heavy demand for tire chain and some 
of the jobbers are declining to book 
additional orders because of the un- 
certainty about deliveries. 

Bolts and Nuts.—Bolt and nut prices 
are rather unsteady and further reduc- 
tions have been made by jobbers on 
machine bolts and large carriage bolts. 
The supply is improved and the demand 
rather quiet. Jobbers’ quote as follows: 


Machine bolts, large and small, 25 per 
cent off list; carriage bolts, large and 
small, 15 per cent off list; stove bolts, 50 
and 10 per cent off list; lag bolts, 30 per 
cent off list; hot pressed nuts, square and 
hexagon, tapped, list 


Brushes.—Jobbers are taking orders 
for paint and varnish brushes for spring 
delivery at prices that were fixed some 
time ago for the coming season. The 
demand is fairly good. 

Builders’ Hardware.—Deliveries on 
builders’ hardware are very slow, in 
spite of the falling off in the demand. 
One large Eastern manufacturer an- 
nounces that his company will reduce 
the number of standard designs from 
15 to 5, and with fewer patterns expects 
to improve deliveries materially. 

Binder Twine.—Jobbing houses report 
a good demand for binder twine for 
spring delivery. Prices have not yet 
been named and orders are being taken 
subject to the prices that are fixed. 

Barb Wire.—The demand for barb 
wire is light at present as retailers 
are not buying much for future delivery. 
Prices are unchanged. 

We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire 
HET hog wire, $4.55; American special, 
3.25. 

Cutlery and Silverware——The demand 
for cutlery and silverware for the 
holiday trade is very satisfactory. 
Jobbers have fair stocks and are getting 
good shipments from manufacturers. 
However, a shortage is expected before 
the holidays in pocket knives and shears. 


Copper Ware.—Prices have declined 
about 10 per cent on copper tea kettles 
and coffee pots, and copper boilers have 
been marked down $5 per doz. Jobbers 
now quote No. 9 copper boilers at $66 
per doz. 

Coal Hods.—There is a fairly heavy 
demand at present for coal hods, and 
jobbers’ stocks are adequate. 

Chain.—The 
rather light 
unchanged. 


chain is 
Prices are 


demand for 


at present. 


common chain 


shipment 


4 -in. 
stock 


Jobbers quote 
10%c. per Ib. for 

Christmas Tree Outfits.—There is a 
heavy demand for Christmas tree elec 
trical outfits. One local jobbing houss 
has already sold twice as many.as 4 
year ago and has sent in a telegraphi 
order for 400 more outfits. 

Electric Fans.—Manufacturers have 
announced prices for electrice fans for 
next year. These prices are on an 
average about 10 per cent higher than 
this year’s prices. Good stocks are 
being carried over, as the cool weather 
the past summer interfered with sales. 
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Electrical Goods.—The demand for 
electric percolators, irons, toasters, 
grills, heating pads and electric heaters 
for the holiday trade is very active. 
Shipments are somewhat slow, and job- 
bers predict a shortage on nearly all the 
items before the holiday buying is over. 

Galvanized and Enamel Ware.—There 
is a steady demand for galvanized ware 
and prices are being maintained. Ship- 
ments of enamel ware are still slow, 
but jobbers have fair stocks. a 

Garden Tools.—Garden tools are 
quiet at present as retailers generally 
have placed orders for spring. 

Hammers.—Prices on some lines of 
nail hammers have been marked down 
10 per cent. The supply at present is 
plentiful. 


Ice Skates.—Ice skates are still mov- 
ing in good volume. Most of the orders 
now are of a pick-up nature, as re- 
tailers generally purchased their sea- 
son’s supply some time ago. 


Jobbers quote: Union Hardware (Co.'s 
polished skates with screw clamps at $1.05, 
$1.30, $1.85 for the three popular grades. 


Lanterns.—The better grades of lan- 
terns are still very scare, but the supply 
of the cheaper grades is plentiful. The 
demand is fair. 

Lead Pipe.—The price of lead pipe 
has declined 1c. per lb., and this is now 
quoted by jobbers at 1l1c. per lb. 

Leather Belting.—Jobbers announce 
a 15 per cent reduction on leather belt- 
ing. The supply is good but the demand 
is slow. 

Nails and Wire.—While the stocks of 
nails and wire are still low, shipments 
from mills show considerable improve- 
ment and jobbers expect to have, ample 
stocks next month. The demand is 
moderate. 

Jobbers quote prices as follows: Wire 
nails, $4 per keg; No. 9, annealed wire, $4 
per 100 lb.; cement-coated nails, $4 per 
100 Ib. 

Oil Cook Stoves.—The gas shortage 
in this vicinity is stimulating the de- 
mand for oil cook stoves, and retail 
sales are heavy. Jobbers have good 
stocks. 

Jobbers quote the Kerogas type of cook 
stove as_ follows: Two-burner, $12.90; 
3-burner, $17.45; 4-burner, $21.70. 

Oil Heating Stoves.—Oil heating 
stoves are now moving better, the cooler 
weather having stimulated the demand. 
Prompt deliveries can be secured. 


Poultry Netting and Wire Cloth.— 
Poultry netting and wire cloth are mov- 
ing slowly at present, as most dealers 
have placed their orders for next 
spring’s delivery. Prices are unchanged 
and there are at present no indications 
of lower prices. 


Jobbers quote as follows: Poultry net- 
ting, 45 per cent discount f.o.b. Pittsburgh 
for mill shipment and 40 to 40 and 5 per 
cent discount for shipment from stock for 
galvanized weaving; black wire cloths, 
$2.75 per 100 sq. ft. for shipment from 
stock, and $2.50 f.o.b. Pittsburgh for mill 
shipment; white metal and galvanoid wire 
cloth, $3 per 100 sq. ft. for mill shipment 
and $3.25 for stock shipment; bronze wire 
cloth, $9.25 per 100 sq. ft. 


Rubber Roofing.—A _ reduction of 
about 25 per cent has been made on 
some lines of rubber roofing. The de- 
mand is good for this season of the year. 
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Roasters.—There is a shortage in 
Savory and aluminum roasters. The 
demand is fairly brisk and jobbers are 
unable to get shipments as fast as 
needed. 


Shovels.—Independent shovel manu- 
facturers who last December marked 
up prices $1.50 per doz. above the prices 
quoted by the so-called combination 
have marked their prices down to that 
amount, bringing prices again on the 
same level. When this advance was 
made, manufacturers were loaded up 
with orders at the old prices so that 
very few were sold to the retail trade at 
the higher prices. With the price re- 
adjustment in effect jobbers quote shov- 
els as follows: 

No. 2 size, first grade, $18 per doz.; sec- 
ond grade, $15.50 per doz.; fourth grade, 
$13.50 per doz. 

Sleds.—Sales of sleds have been very 
heavy and jobbers have been unable to 
secure enough to fill orders. Ship- 
ments on old orders have now about all 
gone out, but jobbers have been com- 
pelled to turn down some large lot 
orders during the past few days be- 
cause they are unable to fill additional 
orders. 


Sheet Steel—The demand for steel 
sheets is fair and jobbers now have 
good stocks. Mill prices show a down- 
ward tendency. 


sheets at 8c to 
9§.50c. for No 


to b.10c. 


Jobbers quote black 
8.50c., galvanized at 9c. to 
28 gage, and blue annealed 6.50c. 
for No. 10 gage. 

Scribers.—F. Brais & Co., Cleveland, 
announce there will be no reduction in 
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their line of Gem scribers. 
quoted at $28 per doz. 

Stove Pipe——The supply of stove 
pipe, which has been very short for 
months, is now becoming a little more 
plentiful. Jobbers have received ship- 
ments from manufacturers in sufficient 
quantity to fill old orders and to permit 
them to take on a little new business. 

Snow Shovels.—The early snow fall a 
few days ago resulted in a good demand 
for snow shovels, and some.of the re- 
tail stocks were cleaned out. Jobbers 
have a good supply. 


These are 


Stoves.—Stove manufacturers held a 
meeting a few days discuss 
present conditions of the trade, and it 
is understood that they about reached 
a decision to make a sharp cut in 
prices. However, lower prices are not 
expected on heating stoves for this sea- 
Whatever cut is made is expected 
to come sometime after the first of the 
year. While prices on wood and coal 
heating stoves are at present being 
maintained, a little shading is reported 
on gas stoves. - The stove 
dull. 

Sash Weighs.—A further reduction 
of $5 a ton has been made on sash 
weights, which are now quoted by job- 
bers at $57 per ton for shipment from 
foundry and $62 for shipment from 
stock. 

Sash Cord.—A further reduction has 
been made on sash cord. Jobbers now 
quote common sash cord at 64c¢. per 
lb., base, and standard sash cord at 
68e. 


ago to 


son, 


business is 


PITTSBURGH 


AGE, 
Bldg., 
Nov. 29 


Office of HARDWARE 
Park 
Pittsburgh, 
HE way business in hardware is 
holding up in this district not only 
is gratifying to the trade here, but also 
is the occasion of wonderment to travel- 
ing salesmen, especially those whose 
districts take them into the South, to 
Cleveland and some of the other cities 
in Ohio and into Detroit. Apparently, 
the price readjustment is weighing 
down much more heavily elsewhere 
than in the Pittsburgh district and 
salesmen have a different story to tell 
about conditions as they have found 
them in those places where the deflation 
has been drastic and there is much idle- 
ness and contraction in the public buy- 
ing power. Pittsburgh to these “Knights 
of the Road” is a bright spot in their 
travels, for here they find both jobbers 
and retailers still doing a good, steady 
and healthy business. While the dis- 
trict has not escaped some recession in 
business in its major industries, there 
seems to be enough work for all of the 
labor that is available and the buying 
power of the people of this district is 
comparatively high. 

This is well illustrated in the demand 
for Christmas specialties such as sleds, 
skates, lunch-kits, vacuum cleaners and 
all kinds of electrical household goods. 


lines have been moving on a 
steadily mounting scale the past 
few weeks. Jobbers also are experienc- 
ing practically a normal demand for all 
kinds of toys. This occasions some 
surprise for on account of the less pros- 
perous condition of wage earners, tak- 
ing the cquntry as a whole, there was 
a fear a short time ago that there might 
be a considerable contraction in the 
holiday buying. Another sign of the 
favorable conditions here is the fact 
that the demand for building hardware 
is on a heavy scale, and while the move- 
ment of automobile accessories, though 
far below normal, as a general propo- 
sition does not appear to be as much 
curtailed in this district as in some 
others. A really good movement act- 
ually is observed in anti-skid chains, in 
brake lining and other articles that 
usually go well for winter use. 
Apparently there is not the antipathy 
to German goods that might reason- 
ably be expected in view of the feeling 
which existed in this country toward 
Germany during the war, as a dealer 
here during this season has disposed 
of about 35 Mauser and other rifles of 
German make. The singular thing 
about these sales is that the buyers 
must have known where they were pro- 
duced, yet did not show the least inter- 
est in that fact. If this is true of 


These 


for 
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German rifles, it may also prove true of 
other German articles and while Ger- 
man competition in American goods has 
not yet assumed serious proportions, 
it is a matter that should have the seri- 
ous consideration of American manu- 
facturers, for if the American people 
are willing to forget what happened 
during the war, they are more than 
likely to be influenced by the low prices 
which German manufacturers can name 
against their products on account of 
low labor costs and the big premium 
of the American dollar over the Ger- 
man mark. 

The general trend of prices still is 
toward lower levels, the most notable 
declines in the past week being in gal- 
vanized ware which has dropped about 
15 per cent despite the fact that man- 
ufacturers a short time ago were strong 
in their declarations that they could not 
see their way clear to make any down- 
ward revisions, and in paints and var- 
nishes. It was intimated in HARDWARE 
AGE of Nov. 18 that there would be a 
cut of 25c. to 50c. per gallon in the 
price of mixed paints; actually, prices 
have dropped anywhere from 15c. to 75c. 
per gallon, with an average drop of 
about 50c., while an average reduction 
of 40c. per gallon has been announced 
by the leading varnish manufacturers. 
Though the change has not yet filtered 
through to jobbing and retail channels 
the situation in wire products and in 
sheets and tin plate distinctly is softer 
than it has been. The huge premiums 
which recently were obtainable for 
early delivery on these articles have 
entirely disappeared, and now that the 
mills are making better deliveries to 
the jobbers and at much more reason- 
able prices, it is only a question of 
time when prices to the ultimate con- 
sumer will be much more moderate 
than at present. Shortages are few 
and in no case acute. 

Automobile Accessories.—Price re- 
ductions which have been announced by 
practically all of the tire manufactur- 
ers have been without material help 
to the demand, which still is extremely 
limited and makes difficult a clean-up 
of the big stocks in the hands of dis- 
tributors. Such articles as bumpers 
and spot-lights are extremely slow be- 
cause so few new cars are being bought. 
There is, however, a very good demand 
for anti-skid chains, brake lining heat- 
ers, heaters, robes and other seasonable 
requirements. Some difficulty still is 
being experienced by the trade in secur- 
ing sufficient supplies of chains. The 
decline in woolen goods has not yet af- 
fected robes, but the trade is expecting 
lower prices because their stocks are 
pretty heavy and there has been no 
really severe weather so far this year. 
This is likely to mean bargain sales a 
little later on, especially as it is likely 
that goods sold can be replaced at lower 
prices. 

Axes.—The supply situation is little 
if any better than it has been, although 
the manufacturers steadily are gaining 
on their back orders and are expected 
to be able to take on some new business 
soon after the turn of the year. 
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We quote from jobbers’ stocks: Single 


bit, base weight axes at $18 doz.; double 
bit, base weight axes, $23 doz.; Sager 
single bit axes, $25 doz.; Hiawatha boys’ 
handled axes, $15.50 doz. 

Bars.—The situation as far as sup- 
plies are concerned daily is growing 
easier for the reason that new demands 
upon the mills are on a diminishing 
scale and they are working on orders 
from the jobbers placed sometime ago 
and which were passed up during the 
period of big premiums for early de- 
livery. Fair demands are being made 
upon warehouse stocks not only from 
the smaller users but also from buyers 
who ordinarily buy direct from the 
mills. The demand from the latter 
source is explained by the fact that 
these buyers do not want to become 
too heavily stocked during the period 
of stock taking and they cannot be ac- 
commodated promptly by the leading 
interest, while the expectations is that 
before 1921 is very far advanced that 
the independent steel companies’ prices 
will be lower. 


We quote from warehouses, bars 
3.10c. to 4.15¢c. per Ib. for the sizes, 
with the usual mill differentials for other 
sizes; iron bars, 5c. to 6c. per Ib., base. 


Bolts, Nuts and Rivets.—Jobbers’ 
prices in this district, not having moved 
up during the recent period of short- 
age and high prices at t’ 2 plants, have 
not yet responded to the ‘act that man- 
ufacturers have receded considerably 
from the recent peak prices. However, 
jobbers here are in much better shape 
to meet demands than they were a 
short time ago because they have been 
getting shipments against old orders 
more freely in the past few weeks, and 
also find the manufacturers more will- 
ing to take on new orders for reason- 
ably early shipment. 

We quote from jobbers’ stocks: Rivets, 
%4-in. and larger, keg lots, $6 to 5 base: 
small sizes, 25 to 30 per cent off list; car- 
riage bolts, i 5 


steel 


base 


% x 6 in. and smaller, 20 to 25 
per cent off list; larger and longer, 7% to 10 
per cent off list; machine bolts, *% x 4 in. 
and smaller, 25 to 30 per cent off list: larger 
and longer, 15 to 20 per cent off list; stove 
Nos. 1, 2 and 3 heads, 10 per cent off list: 
ire bolts, Bay State, 45 per cent off list; 
Eagle, 25 to 30 per cent off list; plow bolts, 
Nos. 1, 2 and 3 heads, 10 per cent off list; 
other style heads, list; track bolts, 9.25c. 
base; lag screws, 35 to 40 per cent off list; 
nuts, hot-pressed, list plus $2 to $3; cold 
punched, list plus $4 to $5; semi-finished, 
%-in. and larger, 35 to 40 per cent off list: 
9/16 in. and under, 45 to 50 per cent off 
list. 

Builders’ Hardware.—Demand is de- 
scribed as quite brisk and prices are 
showing considerable firmness both on 
this account and the fact that manu- 
facturers still are considerably behind 


their orders. 

Galvanized Ware.—A general reduc- 
tion of about 15 per cent has just been 
announced and includes tubs, pails and 
garbage cans. 

Glass.—The situation remains strong 
in plate glass, as makers have not yet 


caught up with their obligations, but 


conditions with regard to window glass 
are easy as the demand has fallen off 
considerably and stocks have increased 
in proportion. : 

Heaters and Stoves.—A very good de- 
mand continues for gas heaters notwith- 
standing the warning of a_ possible 
shortage of natural gas this winter. 
Coal heaters and stoves, however, have 
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shown a marked gain in demand because 
of the possible shortage of gas, and 
along with this demand has developed 
considerable activity in stove pipe, coai 
hods and fenders. Stove pipe manu- 
facturers have such heavy obligations 
that a decline in prices in keeping with 
lower raw materials is unlikely during 
the remainder of this year. 

Hoops and Bands.—Although there 
has been a considerable softening in 
mill prices of hoops and bands which 
some of the independent manufacturers 
now are quoting as low as 3.70c. base, 
the price of the jobbers is 6.50c. base 
or only 50c. per’ 100-lb. lower as com- 
pared with the decline in the mill price 
of at least $1 per 100-Ib. 

Mechanics’ Tools.—Deliveries agains: 
orders are larger than they have been 
and dealers now are able to supply all 
demands except in squares and scales, 
which still are rather scarce. 

Paints and Varnishes.—Leading manu- 
facturers have announced a reduction in 
mixed paints of from 15c. to 75c. per 
gal., the average being about 50c., while 
an average reduction of about 40c. per 
gal., the average being about 50c., while 


Sheets.—Prices of the independent 
manufacturers still are working toward 
the bases of the Steel Corporation, and 
this development is finding reflection in 
jobbing quotations, which to a consider- 
able extent has been based upon inde- 
pent mill prices. The Apollo Steel Co. 
recently opened its books for first quar- 
ter of 1921 business and quoted black 
sheets at 5.50c. base, galvanized at 6.70c. 
base, and blue annealed at 4.50c. base. 
These prices though $19 to $23 per ton 
above the Steel Corporation’s quota- 
tions, which are likely to remain against 
first half of 1921 business, on account 
of Judge Gary’s recent utterances as to 
the Steel Corporation price policy, are 
$5 to $11 per ton below the recent mini- 
mum prices of the independent manu- 
facturers. Expectations of lower prices 
are militating against really active de- 
mands upon the jobbers, although such 
demands still are fairly good. 

We quote from warehouse: One pass 
cold-rolled black sheets, 7.50c. to 7.60c. per 
lb. base, Pittsburgh; galvanized, 9c. to 
9.10c, base; blue annealed, 6c. to 6.25c 
b ; 2%-in. corrugated galvanized sheets, 

*, to 7.50c. per square. 

Tin Plate.—The trend of prices is in 
favor of buyers, for while the manufac- 
turers have good sized order books they 
are not being besieged with new de- 
mands and are making steadily improv- 
ing deliveries against old orders. Pass- 
ing of the demand for prompt tonnages 
has considerably modified the price idea 
of the independent manufacturers, and 
now that the signs point to a continu- 
ance of the present base of $7 per box 
by the American Sheet & Tin Plate Co., 
independent manufacturers are begin- 
ning to figure on the same price for the 
first quarter of 1921 business. The 
mills have been operating heavily and 
have accumulated considerable stock tin 
plate, which they are glad to sell at $7 
per base box, and it is rumored that 
some business in this class of material 
has been done as low at $6.50. Roofing 
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ternes are holding steady despite the 
drop in standard tin plate, because in 
the recent period of shortage and high 
prices, the former hardly changed in 
price. 


We.quote from warehouse: Standard coke 
tin plate, $10 to $10.50 per base box; roof- 
ing ternes, 20 x 28 in., 40-lb., i.e., $28 to 
$28.50. 


Vacuum Cleaners.—Landis, Frary & 
Clark, New Britain, Conn., have made a 
cut of $8 in Universal vacuum cleaners, 
the retail price of which is now $39.50. 

Wire Products.—Indications point 
strongly to materially lower prices on 
all of the common wire products at an 
early date. Already the large premiums 
which were obtainable a short time ago 
have disappeared as a result of the con- 
traction in the demand, and manufac- 
turers have had so many cancellations 
that the bulk of the orders they are now 
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working on carry their current prices or 
less. The Youngstown Sheet & Tube 
Co. and Cambria Steel Co. have reduced 
their quotations on nails from $4.50 base 
per keg to $4.25, and on plain wire from 
$4 base per 100 lb. to $3.75. All inde- 
pendent companies now are quoting 
nails at $4.25 and wire at $3.75, and will 
take business at those figures. Little 
business is going on their books, how- 
ever, at these prices, because buyers are 
looking for a recession, and the leading 
interest, whose prices are much below 
independent companies’ quotations, is 
making better deliveries against old 
orders. 


We quote from jobbers’ 
nails, $4 to $5 base per 
base sizes, $ $4.50 
nized wire, $ 


Wire 
keg; annealed wire, 
per 100 Ib.; galva- 
5; galvanized barbed 
wire, $4.90 to wire brads, 50 to 66% 
per cent off list; woven wire fencing, out of 


stock, 50 per cent oft 


stocks: 


$5.10; 


list. 
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Oftice of HARDWARE AGE, 
909 Hennepin Avenue, 
Minneapolis, Nov. 1920 

YENERAL hardware business _re- 

A mains rather inactive, although 
there is a more optimistic feeling de- 
veloping. No doubt the approaching 
holiday season will stimulate business 
to some extent. 

The unusually mild weather prevail- 
ing in this territory no doubt is an im- 
portant factor in the lack of sales. 

As far as information is obtainable 
business in this territory is as good or 
better than other districts. 

Prices on staple items still remain 
very firm, although there have been 
some slight revisions downward. There 
have been no advances in price, so that 
prices have apparently reached their 
peak and will gradually decline. 

The financial stringency remains as 
acute as ever, largely due to the fact 
that farmers refuse to sell their grain 
to meet their old obligations and in- 
stead are asking for additional loans. 

Automobile Accessories.—Sales can 
only be considered as fair, and almost 
entirely of small items. 


Builders’ Hardware.—Sales in this 
line are slow. While there is some ac- 
tivity in small construction work, no 
large operations are being undertaken. 
However, architects and contractors are 
of the opinion that construction work 
will pick up after the first of the year. 

Axes.—Sales are fairly active, about 
on a par with other years at this time. 
Prices remain high. 

We quote from jobbers’ stocks: 


bit, base weights, $16.50 per doz.; 
bit, base weights, $21.50 per doz. 
Ash Sifters——Market is quiet for this 
season of the year; much more so than 
last year. Prices remain the same as 
last reported. 
We quote 


9° 
a0, 


Single 
Double 


stocks: 
round, 


local jobbers’ 
Wood square, doz; metallic 
$4.75 doz.; $15 doz. 


Bale Ties.—Sales are about on a par 
with this season of the year. Stocks 
are in better shape than for some 
months. There has been a decline in 
price. 


from 
$4.50 
wood barrel, 


stocks: 60- 


from 
from 


We quote 
> per cent 


local jobbers’ 
standard lists. 


Bolts.—There is somewhat of an im- 
provement in jobbers’ stocks of bolts, 
due to quieter demand. While indica- 
tions are there will be a decline about 
the first of the year, prices remain firm. 
One of the local jobers has made a con- 
cession in price covering stocks on 
hand in order to reduce the general in- 
ventory. No definite price changes have 
been made. 

We quote from local jobbers’ stocks 
Small carriage bolts, 10 per cent; large car- 
riage bolts, 5 per cent: small machine bolts, 
20 per cent; large machine bolts, 10 per 
cent; stove bolts, 50-5 per cent; lag screws 
30 per cent; plow bolts, 20 per cent. 

Coal Hods.—Because of the unseason- 
able weather this line has been moving 
rather slowly. Jobbers’ stocks are in 
good condition. There have been no 
price changes. 

We quote 
Japanned 
japanned 


stocks 
doz. ; 
doz.; 
dozZ.; 


local jobbers’ 
17-in., open, $5.20 per 
18-in., open, $5.50 per 
japanned funnel, 17 in., $6.55 per 
japanned funnel, 18-in $7.20 per doz.; 
galvanized, open, 17-in., $8 per doz.; galvan- 
ized, open, 18-in. $8.75 per doz.; galvanized 
funnel, 17-in., $9.99 per doz.; galvanized 
funnel, 18-in., $11.70 per doz. 


Files.—Sales are on a par with gen- 
eral business conditions. Jobbers’ stocks 
are in excellent shape as a whole. No 
price changes have been made. 

We quote from local jobbers’ stocks: 
Nicholson files at 45-5 per cent; Riverside 
files at 50-10 per cent; Arcade files at 50 
per cent from. standard lists. 

Galvanized Ware.—The market is 
well supplied with this line of merchan- 
dise. Jobbers’ regularly quoted prices 
remain same as last, although some who 
are overstocked are making price con- 
cessions. This cannot, however, be re- 
ported as any definite price change. 


We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs. $12 per 
doz.; standard No. 2 galvanized tubs, $13.50 
per doz.; standard No. 3 galvanized tubs, 
$15.75 per doz.; heavy No. 1 galvanized tubs, 
$20.50 per doz.; heavy No. 2 galvanized tubs, 
$22 per doz.; heavy No. 3 galvanized tubs, 
$23.50 per doz.; standard 10-qt. galvanized 
pails, $4.20 per doz.; standard 12-qt. gal- 
vanized pails, $4.60 per doz.; standard 
qt. galvanized pails $5.20 per doz.; stock 
16-qt. galvanized pails, $7.80 per doz.; stock 
18-qt. galvanized pails, $9.15 per doz. 


Glass and Putty.—Sales on both of 
these items remain very active; in fact, 


from 
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these two are the only real active lines 
at this time. While there was a drop 
in the price of plate glass, no price 
changes have been made in ordinary 
window glass. 

We quote 
Single st 
double 
cent 
pe r 

Lanterns.—Local stocks are now in 
good condition. Sales are not as active 
as they should be at this season of the 
year. There have 
changes reported. 

We quote from local 
Tubular Long Globe on 
per doz.; Tubular Dash. 
Dietz Cold Blast No. 2 $14.25 per doz. 


Nails.—Stocks of standard common 
nails show little if any improvement, it 
being practically impossible to get the 
most popular sizes, such as six and 
eightpenny common and sixpenny fin- 
ishing nails. Jobbers’ stocks of coated 


stocks: 
76 per cent; 
glass, 78 


bladders, 


from local jobbers’ 
rength “‘A”’ grade glass, 
strength “A” grade 
Commercial putty in 
ewt. 7 


per 


$5.15 


been no. price 


iobbers’ 
Short 


stocks 
$13 


doz.: 


Globe, 


$17.60 per 


nails are now in excellent condition. In 
fact, some price concessions are being 
made under pressure from heavy buy- 
No general price change has been 


ers. 

made. 
We quote from 

Standard wire nails, 


nails, $5.50 to $7 


local jobbers’ st 
$4.85 keg base 


per keg 


ocks 


rated 


Paper.—Stocks of building paper are 
in good condition. There has been a de- 
cline in string felt paper. 

We tocks 

H $4.15 per 
; rolls, 


quote from local jobbers’ 
Barrett’s No. 2 tarred felt, 
Barrett's threaded felt, 
per roll; Slater’s felt, $1.35 
20 red rosin, per roll: 
rosin, $1.20 per roll; 
per roll, 


Rope.—Sales remain fair. Jobbers’ 
stocks are in good shape. Reports are 
in circulation that there will be a de- 
cline of about 2 cents per pound. No 
jobber has so far confirmed this report. 


We quote from 
Columbian manila 
Columbian sisal at 


9T7Te 


local 
rope at 
20c, Ib. 

Sandpaper.—Because of inactivity in 
the woodworking trades sales of sand- 
paper in quantities is very slow. De- 
mand by householder and small user is 
about normal. A good item for the re- 
tailer is the small packages of assorted 
numbers put up for the retail trade to 
sell at 10 cents per packet. Prompt de- 
liveries are now being made. 

We quote 


jobbers’ 
29c. Ib. 
base. 


stocks: 


base; 


stocks: 
; second 


from local jobbers’ 
Zest grade, No. 1, per ream, $ 
grade, No. 1, per re am, $6.50 

Sash Cord.—In spite of low price of 
raw cotton and light demand for same, 
there has been no decline in jobbers’ 
prices on better grades of sash cord. 
Dealers’ should buy only sufficiently to 
keep up a fair stock, as it seems cer- 
tain there must be a decline soon in 
this line. 

We quote from 


Solid cotton sash cord 
cheaper grade sash 


local jobbers’ 
No. 8, $1.17 


cord, S8«. 


stocks 
per Ib.; 
per Ib. 


Sash Weights.—Sales are slow in line 
with small amount of construction 
work. No price changes have been 
made. It is possible, however, that 
there will be a decline if present con- 
ditions continue. 


We quote 
$4.00 per cwt. 


from local jobbers’ stocks 


Screws.—Stocks in hands of jobbers 
as a whole are small. Factory ship- 





100 


ments are arriving very slowly, al- 
though there is a gradual improve- 
ment. No general price reductions have 
been made, but some jobbers are mak- 
ing a 10 per cent concession to move 
sizes they are overstocked on. Indica- 
tions are—a decline of about 10 per 
cent in general effect not later than 
January 1. 

We quote from local jobbers’ stocks: 
Flat head bright screws, 70-10 per cent; 
Round head blued screws, 6744-5 per cent; 
Flat head japanned screws, 6212-5 per cent; 
Flat head brass screws, 50-5 per cent; 
Round head brass screws, 47% per cent; 
Iron machine screws, 40 per cent. 

Solder.—Sales are slightly more ac- 
tive than a week ago. The past two 
weeks has seen no further price de- 
cline, and it is expected price will re- 
main firm until after the winter season 
is over. 
stocks: 


quote from local jobbers’ 


We 
Half-and-half, 3lc. lb. 
Steel Sheets.—It is daily becoming 
easier to obtain stocks of sheets. There 
has been no further decline in price. 
We 


Black 
sheets, 


jobbers’ stocks: 
and galvanized 


local 


jase, 


quote from 
sheets, $8.90 
$10.60 base. 

Steel Traps.—Sales are good, though 
not as active as last season. This may 
be due in part to the mild weather pre- 
vailing in this territory. No price 
changes reported. 

We quote from local jobbers’ stocks: 
Victor No. 0, $1.71 per doz.; Victor No. 1, 
$2.01 per doz.; Victor No. 1%. $3.05 per 
doz.; Victor No. 2, $4.21 per doz.; New- 
house No. 0, $4.75 per doz.; Newhouse No. 
1, $5.62 per doz.; Newhouse No. 1%, $8.59 
per doz.; Newhouse No, 2, $12.56 per doz. 

Stove Boards and Stove Pipe.—Sales 
remain active in this line. Contrary to 
expectations early in the season, stocks 
are in good condition. No price changes 
reported. 

We stocks: 
28 x 28, $18.85 
36 x 36. $30.50 


28-gage, 


from local jobbers’ 
boards, crystallized, 

oz.; 30 x 30, $21.20 doz.; 
stove pipe, uniform blued, 
28c. per joint. 

Tin Plate.—Sales remain dull, in spite 
of which condition prices remain firm. 
No price changes. 

We 


quote 


quote from local jobbers’ stocks: 
Furnace coke, ICL, 20 x 28, $19 per box; 
roofing tin, IC, 20 x 28, 8-lb. coating, $18.50. 

Washers.—Stocks are in good condi- 
tion. Sales remain fair, though in small 
quantities. No price changes. 

We quote from local jobbers’ stocks: 
Wrought steel, %-in., $9.40 per cwt.; 1-in., 
$9 per cwt. 

Weatherstrip.—Sales are very active 
at present. Stocks are in good shape. 
No price changes. 

We quote 
%-in. and %-in. 
100 ft.; 1-in. wood and felt, 


from local jobbers’ stocks: 
wood and felt, $2.25 per 
$3.40 per 100 ft. 


Preston Die Corporation, Boston; 
dies, tools, implements and hardware 
of all kinds. Capital $500,000, divided 
into 5000 shares, par $100, all issued. 
Marshall V. Preston, 85 Devonshire 
Street, Boston, president; Solomon D. 
Converse, Boston, treasurer. 


At a special meeting of the stock- 
holders of the North & Judd Mfg. Co., 
New Britain, Conn., hardware, the capi- 
talization was increased from $2,000,- 
000 to $3,000,000 as recommended by 
the directors. 
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Profit in Selling Roofs 
(Continued from page 72) 
if he wants to be free from repair 
bills on a piece of rented property, 
it’s up to you, Mr. Hardware Man, 
to bring those points home to him. 


Offer Him Another Quality 


Suppose he doesn’t want that min- 
eral-surfaced roofing—perhaps no 
sales talk can convince him that the 
surface won’t wear off in time. If 
he can’t be talked to on that grade, 
your assortment should contain an 
equally good grade of the plain, talc- 
surfaced goods. In the best quality 
it can be offered with as strong a 
guarantee as the mineral surfaced. 
To be sure, it doesn’t weigh as much 
to the square roll, but a fifteen-year 
guarantee, with an honest probability 
of its lasting twice as long is con- 
vincing enough for the most skep- 
tical customer. The heavy and me- 
dium weight in this best grade both 
carry a liberal guarantee, which some 
manufacturers have made a bonded 
guarantee. 

Then there are sheds, chicken 
houses and temporary structures, and 
it isn’t good judgment to try to sell 
the best grade for such uses. This 
class of buildings doesn’t require the 
best, and you are in business to look 
after the interests of your customers, 
as well as your own. Get out those 
samples again, pass over those best 
grades, and if you must pass up abso- 
lute quality, you can meet the catalog 
houses at their own game, and on 
their own ground—price—and you 
can generally save your customer the 
cost of transportation, and at the 
same time you are selling him better 
roofing for the same money. 

One little thing we tried out to 
our own satisfaction, and to the 
proven merit of our roofing, might be 
worth mentioning. We cut a square 
yard from a roll of the three-ply 
heavyweight tale surfaced and laid 
it on the floor, directly inside the 
main entrance of the store, as a mat. 
We kept it there for a year. This 
was done at the time of our taking 
on this particular brand and we 
wanted to see how it would stand up 
to the test. Everybody entering and 
going out of the store had to walk on 
it; two-wheeled trucks rolled over it; 
boxes and cases were dragged over it, 
and at the end of the year, aside from 
the obvious cuts and scratches, there 
were no worn holes in the roofing, nor 
was it worn thin in any places. What 
chance would rain have against such 
abuse? 

The cheapest grade is frequently 
used for sheathing, along with tarred 
and red rosin paper. They all go 
hand in hand at this time of the year, 
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and the hardware man of the smaller 
communities is going to reap his 
harvest, together with his farmer 
customers, if he gets behind a good 
brand of composition roofing, and 
makes his window displays and news- 
paper space tell his story to his trade. 


RICHARD L. WARNER DEAD 


After five weeks illness Richard L. 
Warner, one of the founders of the 
Warner Hardware Co., Minneapolis, 
Minn., and a hardware dealer in that 
city since 1875, died in the Swedish 
Hospital. Mr. Warner was born in 
Waterbury, Conn., in 1836, and was a 
pioneer among hardware men in his 
district. 

His first hardware establishment in 
Minneapolis was conducted at 338 Fifth 
Avenue. Later in 1882, in partnership 
with his brother, the late F. R. Warner, 
he organized the firm of Warner Bros. 
This partnership was dissolved in 1843 
and Mr. R. L. Warner moved to Eden 
Valley and started a small hardware 
business there, which he continued until 
1900. 

Returning to Minneapolis in 1901, he, 
together with Leon C. Warner, a 
nephew, and S, E. Kirk incorporated 
the present Warner Hardware Co. He 
was active in that concern as treasurer 
until February, 1917, when his interests 
were bought by Leon C. Warner. 

Mr. Warner leaves no children, but is 
survived by a widow and two married 
sisters. 


Unveil Veterans’ Tablet 


On the occasion of the unveiling of 
the memorial tablet at the offices of the 
U. T. Hungerford Brass & Copper Co., 
New York, in honor of employees who 
served during the World War, the pro- 
gram was as fitting as it was interest- 
ing. 

A quartette of local talent was formed 
and several appropriate selections were 
rendered in a most creditable manner. 
Rev. S. Parkes Cadman gave a prayer 
and delivered an address, both of which 
were solemnly impressive. A roll call 
of the company’s veterans was followed 
by the unveiling ceremony. After pa- 
triotic songs, followed by a Benediction, 
opportunity was given to inspect the 
tablet. 

The gathering was presided over by 
Uri T. Hungerford. 


Incorporate Paint Company 


The Raylite Paint Co., doing business 
at 28-34 Main Street, Everett, has in- 
corporated under Massachusetts laws 
with a capital of $38,000, consisting of 
285 shares of common stock and 95 of 
preferred, the par of both issues being 
$100, all of which are issued. Gardner 
W. Tarr, Brookline, is president and 
treasurer. 
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The Largest Office Suibdine 
in The World—and HINGES 


HE thousands of men and women who will make the 
Durant Building at Detroit their business home may 
never notice the hinges on the doors. Yet no appointment 
was seletced with greater care and none can be held more re- 
sponsible for the true success of the largest office building in 
the world. 


The McKinney Hinges in this building—and there are 
more than 15,000 of them—truly blend with the architectural 
design. In action, too, they contribute harmony. The doors 
they make possible respond quickly and quietly—never sagging 
and never squeaking. That they pass unnoticed is the greatest 
compliment to their design and their work effectively done. 


Hinges have served man and his work for thirty centuries 
Their greatest service is exemplified in the Durant Building. 
Here thousands of men and women will work in peace and 

uiet—bounded by their own four walls. Here doors make 
} ai a matter of desire. Each neighbor is-as far or as near 
as will demands. And hinges make doors possible! 

The first McKinney Hinge was introduced fifty years ago 
It represented the effort of the McKinney Manufacturing 
Company to make a good and substantial product. Today 
millions of doors silently proclaim the success of that effort. 
Today McKinney Hinges set a standard by which all hinges 
may be judged. 

There is a hardware dealer .in your community who sells 
McKinney Hinges. Locate his store when in need of hinges 
for building or repairs. You will find him a good man to deal 
with and NV McKinney service a reward worth seeking 


McKINNEY MANUFACTURING CO., Pittsburgh 
Western Office, Chicago Export Representation, 


MCKINNEY 
Hinges and Butts 


Also manulacturers of garage gt farm 7 
door e, furniture hardware and McK fe Ceo tiee Teste 
These McKinney One = Trucks eliminate the need of extra helpers and cut trucking costs im hall 
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This is the thirteenth advertisement in the 
big national campaign to make 3,000,000 pro- 
spective customers think more about McKinney 
Products. This advertisement appears in The 
Saturday Evening Post December 11. Other 
advertisements, appearing in Architects’ and 
Builders’ magazines, are swinging this class of 
buyers toa better realization of the McKinney 
standard, 


A McKinney 


Accomplishment 


This advertisement, which ends a suc- 
cessful year of hinge publicity, carries an 
important message to McKinney dealers 
and all hinge users. 

To the McKinney dealer it is significant 
that the largest office building in the 
world is equipped with McKinney 
Hinges. Here the McKinney standard 
was deemed important. To general hinge 
users it is interesting to learn that more 
than 15,000 hinges were needed to put 
this building into action. 

McKinney Hinges and Butts have been 
on the market for fifty years. 
known as standards by which other good 
hinges may be fairly judged. Establish 
your store as McKinney Headquarters in 
your locality, Talk McKinney! 


They are 


McKINNEY MANUFACTURING COMPANY 


Pittsburgh 


Western Office, State-Lake Bldg.,-Chicago 


Export Representation 


Also manufacturers of McKinney 
garage and farm building door- 
hardware 


hardware, furniture 


and McKinney One-Man Trucks. 


MCKINNEY 


Hinges and Butts 


































Products Being 


Protects the Home from Un- 
welcome Intrusion 

For the protection of the home, 

Henry Ernst, 180 North Market St., 

Chicago, offers the trade the Racine 

Door Guard, a cold rolled steel product. 











Door Guard 


Racine 


The guard applied to the front or 
rear doors permits partial opening of 
the door, but at the same time is said 
to give absolute protection. The guard 
cannot be twisted off and as the only 
thrust an intruder could give would 
have no leverage it would be hard to 
pry the screws loose. When the door is 
closed the catch slides flat and the set 
screw may be tightened and the guard 
acts as a bolt or night latch. 

The method of application and- op- 
eration is shown clearly in the accom- 
panying illustration. The swivel hasp 
fits on to the sash and the other part 
of the device is screwed to the door. 
The usual position is a few inches 
above the door knob, so that it is read- 
ily accessible. 

This device would be practical in 
apartments as well as in private dwell- 
ings, as it offers a sure protection to 
the housewife or small children left 
home alone. The guard may be left in 
a position so that the door automa- 
tically opens to the desired point, just 
enough to permit a paper, a bottle of 
milk or any other article delivered to 
the door, to pass in without the un- 
known person from the outside having 
any chance to force his way in. The 
danger of unwelcome intrusion is not 
confined to the small houses in the out- 
skirts of the town, but is just as much 
of a menace in apartments in the big 


cities. The objections often raised 
against the familar chain latch, are said 
to be overcome with the use of the 
Racine Guard as even a pair of bolt 
clippers would hardly snip the hasp of 
cold rolled steel. As explained in a pre- 
vious paragraph the construction (this 
may be seen in the illustration) is such 
that the proper leverage to pry out the 
screws can not be gotten, this is not 
the case with the loose chain, which 
might be forced off by the weight of a 
heavy man. 

Interested hardware dealers may ob- 
tain further information from the 
manufacturer. 


For Keeping Cattle in Trim 

With the Stewart Cattle Comb, made 
by the Chicago Flexible Shaft Co., 5600 
Roosevelt Road, Chicago, the herdsman 
will have an accessory very helpful in 
keeping his stock in good appearance. 

The comb is substantially made, and 
is fitted with an ebonized handle, de- 
signed to permit an easy and sure grip. 
The metal part is nickel-plated, highly 
polished. 

Depressions in the animal’s back may 
be smoothed out, so, that the coat has 
an outline effect that is symmetrical, 
showing off to advantage the colorings. 

Hardware dealers desiring prices and 

















Stewart Cattle Comb 


other details on this comb should com- 
municate with the manufacturer. 


Handy Saw in Tight Places 


A new and useful tool has made its 
appearance in the form of a small but 





Placed on the Market by Hardware Manufacturers 


practical rigid hack saw, designed to 
do the work where the standard hack 
saw with its larger frame is unsuit- 
able. This Kit Haxaw Set as it is 
called is adaptable for the tool kit of 
the motorist, for the carpenter who 
wants to cut away a nail or renew a 





Kit Haxaw Set 











screw slot, for the plumber, whose work 
in repairs is usually in cramped quar- 
ters, for the electrician, whose work on 
small sections and close quarters re- 
quires a free end saw, and in the house- 
hold it is useful for sawing the kitchen 
bones, as a pruning saw, for making 
screw slots or trimming curtain poles. 

The saw blades are made of higl 
quality tungsten hack saw steel, hard- 
ened and tempered according to a spe- 
cial process which is said to reduce the 
breakage in service to the limit with- 
out losing any of its ability to cut met- 
als. The straight edge of the saws 
have 32 points to the inch left unset. 
This side is used to start a cut or for 
use as an edge file. The lower edge 
has 18-20 or 24 points to the inch with 
enough set to the teeth to assure free 
cutting. 

The handle is made of tool steel in a 
form that permits a great variety of 
grips. The adjustment of new blades 
is made with a single screw. 

The saw sets are sold one saw com- 
plete and two extra blades in a water- 
proof holster, and are packed one 
dozen sets in a box. Extra blades are 
packed three to a set. 

The saw is the product of the Alston 
Saw & Steel Co., Folcroft, Pa., but 
sales are handled through Weibusch & 
Hilger, Ltd., 110 Lafayette St., New 
York, 
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“Presto-Change!” 


or words to that effect and your school or church auditorium is converted into 
private class rooms. 


“Vice-Versa!” 


and: it is again a spacious auditorium—all made economically convenient by 





Richards-Wilcox 


Partition Door Hardware 


Made in suitable sizes and styles to accommodate all requirements and for 
three types of partitions— 


Parallel Door Partitions 
Accordion Door Partitions 
Flush Door Partitions 


Completely illustrated catalog showing installations, detail of hardware 


and comprehensive description, sent to anyone interested, without obliga- 
tion. 



































Protects Inner Tubes 


Inner tubes may be protected from 
premature wear by use of the Hope- 
well Security Tube Case, a product of 
Hopewell Bros., Watertown, Mass. The 
case is made of enameled drill face 
with a wool lining. To adjust, simply 
button case around deflated tube, then 
fold into quarters and button the flap 
attached to case around the folded tube. 

The construction is such that only 
the wool lining comes in contact with 
the tube. The valve is prevented from 
injuring the tube, as it lies within the 
folds of the case. 

The advantages claimed for this tube 
case are that the tube is folded in the 
manner recommended by the tube manu- 
facturers. The edges of the tube are 
protected against chafing, and the con- 
struction is such that it is impossible 
for the valve to come! in contact with 
the tube. Tubes in Security cases 
occupy the minimum amount of storage 
space. The case also protects the tube 
from injury from oil or grease and 
against mechanical abrasion. 

The manufacturer will be glad to 
hear from interested hardware dealers 

















Hopewell Security Tube Case. 


who would like to receive literature on 
this motorist aid. 


This Hydrometer Practically 
Unbreakable 

The type B Workrite Hydrometer 
has been placed on the market by the 
Workrite Mfg. Co., 5606 Euclid Ave., 
Cleveland, and is especially designed 
for fast and rough use around a garage 
and service station. The glass barrel 


is molded from thick tough glass and is 





said to be capable of standing lots of 
rough handling without breaking. 
Due to its tapered shape the makers 

















Type B Workrite Hydrometer 


claim that the float cannot stick to the 
inside of the barrel. It has a large 
capacity bulb made from almost pure 
gum, and the hydrometer is designed 
throughout for long hard wear. 

The rubber attachments, the spout 
and the bulb help to prevent breaking 
due to falling on the floor. This in- 
strument is packed in a strong mailing 
tube. 

The company also makes several 
other style hydrometers and will be 
glad to send interested hardware deal- 
ers an illustrated circular describing the 
full line. 


Keeps Windshield Clear 


Apply one sheet of the Greb Handy 
Gloss to the windshield or window of 
the car during a storm and all moisture 
of rain, snow, sleet or fog is removed, 
permitting clear and _ unobstructed 
vision for the driver. These are the di- 
rections given by the Greb Co., 172 
State Street, Boston, Mass., who manu- 
facture the preparation. 

Handy Gloss is put up in booklets 
containing fifty sheets, that tear out 
easily. A few brisk rubs puts a water 
resisting polish on the glassy surface. 
Rain drops and steam vapor will roll 
right off after treatment. It is prefer- 
able that the glass surface be moist 
when applying the sheet of Handy 
Gloss, but it is possible to use it suc- 
cessfully with a dry surface. After 
use the sheet is thrown away, so that 
there is no messy sheet to be put back 
in the tool kit or side pocket of the 
ear. One booklet of fifty sheets would 
probably last a season. One application 
will sometimes last over a week or 
more, though the usual custom is to 
polish the glass each time the car is 
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taken out during a fog or storm. 
The manufacturer will be glad to send 


‘interested hardware dealers further in- 


formation on this preparation. 


Ford Replacement Timer 


The ignition system of the average 
car is probably the most whimsical 
piece of mechanism on the car. Parts 
wear out, break, or become loose. To 
help overcome some degree of difficulty 
in this line the Hill-Smith Metal Goods 
Co., 82 Brookline Ave., Boston, have de- 
signed a special H-S model timer for 
replacement of that part on Ford cars. 

The general construction and appear- 
ance is similar to the familar Ford 
timer, the big difference being in the 
triangular construction of the roller, a 
special H-S feature that insures even 
distribution of wear and prevents skip- 
ping, when in motion. It slides instead 
of rolls, and lies perfectly flat on the 
raceway. The fiber ring is made in 
four segments in such a manner that all 
wear is at right angles to the grain of 

















H-S Ford Replacement Timer 


the fiber. This is said to prevent the 
raceway from wearing out of the round. 
The insulating ring between the fiber 
and shell is to prevent oil and other 
foreign matter from reaching back of 
the fiber lessening the possibilities of 
short circuits. 

If desired, the roller type contact 
will be furnished but the manufacturer 
strongly recommends the triangular 
modgl. Interested hardware dealers 
may obtain an illustrated circular on 
this ignition device. 
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Stop Grinding Valves 












FIGURE THE PROFIT 


In from three to five minutes you can face 
BOTH the valve and seat, polish slightly 
with compound, and your valve job is fin 
ished. A better job, a truer seat and three, 
six or eight hours labor saved, and labor 


is your problem. 


HS. 



























Manufactured By 
-SAVIDGE COMPANY- INDIANAPOLIS U.S.A. 























FOR FORD 


A special combination consisting 


of a small vise-lathe and reamer 


will be furnished for Fords and 





for Fordson tractors. 





VALVE LATHE 


Few valves are absolutely and perfectly concentric 
down to thousandths. The Savidge Lathe trues the 
valve, whether cast iron or steel and faces to perfect 
accuracy. oT 
The cutting knife is of high speed steel and retains its 
cutting edge almost indefinitely. New cutters readily 
obtained if desired. Adjustment is positive and any- 
one can use the tool. Grinding of valves is a slow 
and tedious operation, and perfect and uniform seat 
over the entire surface practically an impossibility 
from a grinding operation. In many instances labor 
saving on a single valve grinding job will pay for the 
Lathe. List price, $12.00. Discount to dealers. 


73 N. NEW JERSEY ST. 








GUARANTEE 


All Savidge Valve tools are accurately constructed and are absolutely guaranteed by the manu- 
facturer for one year against defective workmanship and materials. Standard size will take care 
of thirty or forty-five degree heads up to 2!” diameter. 


REAMER SET 


Savidge Reamers are constructed on the plane prin- 
ciple. Block is equipped with high speed steel cut- 
ter, which will retain its edge indefinitely. Removable 
for sharpening or readjustment if accidentally dam- 
aged. Cutters are set in proper position and entire 
tool tested before leaving the factory. Guide stems 
are interchangeable. Position of knife controls depth 
of cut, regardless of pressure. Cannot dig in, ridge 
or chatter. Uniformity of facing job assured by ac- 
tion of cutter. Set above shown will handle any job 
coming into the average repair shop. List price, 


$20.00. Discount to dealers. 


WRITE US OR ASK YOUR JOBBER 


A. C. SAVIDGE CO. 


INDIANAPOLIS, U. S. A. 












Notes of the Retail Hardware Trade 


BRAINERD, MINN.—Judd Wright & 
Son have commenced business here, 
handling barn equipment, bicycles, 
builders’ hardware, building paper, 
churns, cutlery, flashlights, fishing 
tackle, furnaces, garage hardware, 
guns and ammunition, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, phonographs, prepared roof- 
ing, pumps, refrigerators, shelf hard- 
ware, sporting goods and washing ma- 
chines. : 

HINCKLEY, MINN.—The Zenith Hard- 
ware Co. has started in business here, 
and will deal in automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, belting and packing, 
builders’ hardware, building paper, 
churns, cream separators, cutlery, 
dairy supplies, farm implements, flash- 
lights, fishing tackle, furnaces, gasoline 
engines, guns and ammunition, heating 
stoves, heavy hardware, lubricating oils, 
Mechanics’ tools, paints, oils, varnishes, 
and glass, phonographs, pumps, shelf 
hardware, stoves and ranges, tin shop, 
washing machines and wheel toys. 

ALTAMONT, Mo.—The A. R. Campbell 
Hardware Co., owner of the E. W. 
Wilder stock, requests catalogs on 
stoves, wagons and implements. 

MARCELINE, Mo.—P. J. Duke has pur- 
chased the interests of G. W. Bigger 
and Fred Wolfskill in the Central Hard- 
ware Store. 

Dopce, Nes.—T. J. Vanderheiden has 
purchased the stock of J. C. Nitz. 

GERING, NEB.—A. O. Smith has estab- 
lished himself tn business here. He 
will deal in automobile accessories, barn 
equipment, bathroom fiatures, belting 
and packing, bicycles, builders’ hard- 
ware, churns, cutlery, dairy supplies, 
electrical supplies and equipment, flash- 
lights, fishing tackle, garage hardware, 
gasoline engines, guns and ammunition, 
heating stoves, home barbers’ supplies, 
incubators, insecticides, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, sewing machines, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges and washing machines. 

GREENVILLE, S. C.—The Sullivan- 
Markley Hardware Co. has increased 
its capital stock from $100,000 to 

300,000. 

Loomis, S. D.—August Reich has re- 
tired from the hardware business. 

WoonsockeET, S. D.—U. R. Iwerks 
has sold his stock to Wolter & Collig- 
non, who request catalogs on automo- 
bile accessories, automobile tires, barn 
equipment, bathroom fixtures, belting 
and packing, bicycles, builders’ hard- 
ware, building paper, churns, cream 
separators, crockery and glassware, 
cutlery, dairy supplies, dynamite, elec- 
trical household specialties, electrical 
supplies and equipment, farm imple- 
ments, flashlights, fishing tackle, fur- 
naces, garage hardware, gasoline, gaso- 
line engines, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, insecticides, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oil cloth, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, silver- 


ware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. _ 
HoNEY GROVE, TEX.—Smith & John- 
ston have opened a store here. A com 
plete stock of hardware, etc., is carried. 


McLean, Tex.—S. R. Jones is the 
owner of a new hardware business. 


BRODHEAD, Wis.—Dedrick & Marty 
are now occupying their new quarters, 
with a stock of automobile accessories, 
automobile tires, barn equipment, bath 
room fixtures, bicycles, builders’ hard- 
ware, churns, cream separators, cutlery, 
dairy supplies, dynamite, electrical 
household specialties, electrical supplies 
and equipment, flashlights, fishing 
tackle, furnaces, garage hardware, gas- 
oline, gasoline engines, guns and ammu- 
nition, hammocks and tents, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, kitchen cabinets, 
housefurnishings, lubricating oils, 
Mechanics’ tools, phonographs, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, refrigerators, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, tin shop, toys 
and games, washing machines and 
wheel toys. 


Cuico, Cau.—The Clark Hardware 
Store, 115 Broadway, is planning to 
move to new quarters about the first 
of the year. 

CALDWELL, IDAHO. — The Millers 
Hardware Co. has commenced business 
here and will carry a complete stock 
of hardware, etc. Catalogs requested 
on a line of stoves and bicycles. 


FISHER, ILL.—Webster Bros., succes- 
sors to J. O. Sayers, request catalogs on 
builders’ hardware, building paper, 
churns, crockery and glassware, cutlery, 
dairy supplies, electrical household 
specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
furnaces, garage hardware, guns and 
ammunition, heating stoves, heavy hard- 
ware, home barbers’ supplies, incuba- 
tors, insecticides, linoleum and oil cloth, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, refrigerators, shelf hardware, 
silverware, stoves and ranges, washing 
machines and wheel toys. 

BROWNSBURG, IND.—H. E. Tharp has 
taken over the stock and business of the 
Wm. Hordrich Co. 

Kokomo, INp.—U. J. Shoemaker has 
disposed of his stock to William L. 
Laughlin. 


LINDEN, IND.—The Farmers’ Supply 
Co. has been incorporated with a capi- 
tal stock of $20,000 to deal in automo- 
bile accessories, automobile tires, barn 
equipment, belting and packing, bicy- 
cles, builders’ hardware, building paper, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, elec- 
‘trical household specialties, farm im- 
plements, flashlights, furnaces, garage 
hardware, gasoline, gasoline engines, 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, incubators, insecticides, 
kitchen cabinets, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 
refrigerators, sewing machines, shelf 
hardware, silverware, stoves and ranges 
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and washing machines. 
quested. 

PORTLAND, IND.—Beebe Bros. are the 
new owners of the Chalfont Hardware 
Co. stock. 

CLEARWATER, KAN.—A. J. Lynch has 
sold his stock to M. A. Markel & Son, 
who request catalogs on the following 
lines: _ Automobile accessories, automo- 
bile tires, barn equipment, bathroom 
fixtures, belting and packing, bicycles, 
builders’ hardware, churns, cream 
separators, cutlery, dairy supplies, 
electrical household specialties, elec- 
trical supplies and equipment, farm im- 
plements, flashlights, fishing tackle, fur- 
naces, garage hardware, gasoline en- 
gines, guns and ammunition, hammocks 
and tents, harness, heating stoves, 
heavy hardware,’ incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing de- 
partment, poultry supplies, pumps, re- 
frigerators, shelf hardware, silverware, 
stoves and ranges, tin shop, washing 
machines and wheel toys. 

Horse CAvE, Ky.—W. S. Carver has 
started in business, handling a com- 
plete stock of hardware, etc. 


CAPE GIRARDEAU, Mo.—Taylor, Mas- 
terson & Linson request catalogs on 
electric floor scrapers. 

CORN, OKLA.—The Duerksen Hard- 
ware Co. now owns the stock of hard- 
ware, implements and furniture for- 
merly belonging to the Corn Implement 
Co. Catalogs requested. 

SPENCER, S. D.—The S 
plement Co. has purchase 
ment stock here. 


PALESTINE, TEX.—The Geo. Schmidt 
Hardware Co. has commenced business 
here, handling automobile accessories, 
automobile tires, bicycles, builders’ 
hardware, churns, cutlery, farm imple- 
ments, flaslights, fishing tackle, gaso- 
line engines, guns and ammunition, 
hammoncks and tents, harness, heavy 
hardware, home barbers’ supplies, lub- 
ricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
prepared roofing, refrigerators, shelf 
hardware, sporting goods and tin shop, 
on which catalogs are requested. 


CRANDON, WIS.—The Triple Hard- 
ware Co. has been incorporated with a 
capital stock of $20,000 to deal in 
barn equipment, builders’ hardware, 
building paper, cream separators, cut- 
lery, dairy ra cre dynamite, farm 
implements, flashlights, fishing tackle, 
furnaces, gasoline, gasoline engines, 
guns and ammunition, heating stoves, 
heavy hardware, incubators, paints, oils, 
varnishes and glass, prepared roofing, 
pumps, shelf hardware, sporting goods, 
stoves and ranges, tin shop and wash- 
ing machines. 

FLORENCE, WIS.—Philip Lindberg 
has succeeded to the business of Harris 
A. Smith. 

MARSHFIELD, Wis.—The Marshfield 
Hardware & Auto Co. has purchased 
property on which it is planned to erect 
a building 44 x 157 ft. 

RACINE, W1s.—Leo F. Harter, Jr., has 
opened a hardware store at 1021 Six- 
teenth Street, where a complete stock 
of hardware will be carried, on which 
catalogs are requested. 
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